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STEPS FORWARD 


WITH POST-WAR 
ADVANTAGES 


Indispensable to footwear of 






a-c-t-i-o-n, sturdy supple 






calfskin must bear the brunt 








of walking duty during the 





busy days of reconversion 






and the return of normalcy. 







TANDRITE’s smooth 






beauty is now sought after 


more than ever by famed 






designers. TANDRITE color 






and finish further emphasize 






the traditional supremacy of 






this pre-eminent calfskin. 










E. HUBSCHMAN & SONS, INC. 
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by The GLLBERT SHOE CO. 
Thiensville, Wis. 
an Army Russet Punched 
; Oxford. 14/8 Heel. 
Tandrite Calf, Color No. 524 
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Independence Is A Wonderful Thing! 


The cartoons appearing in our current series of “Boot & 
Shoe Recorder" ads are intended to convey the stand-out 
importance of Independence —a principle we heartily 
believe in. All Holland-Racine trade-marked shoes are 
sold at retail exclusively by independent dealers. All 
national magazine ads featuring these high quality shoes 





































































carry the notation that they are “sold by independent 
dealers, who are professional hands at shoe fitting.” You 
can build for the future on today's sales when you make 
a Holland-Racine customer — Holland-Racine is pledged 
to support your independence, not to compete with it. 
' ¢ 
] 
| 
NATIONALLY ADVERTISED IN 
THE £i-- | 
] SHOE 
POST - COLLIER’S - LIBERTY - ESQUIRE 
| THE = ” it 
Ye , = | 
FOR DIRECTING MORE CUSTOMERS 
TO THE STORES OF INDEPENDENT 
H-R DEALERS 
@eeeeeeseeoevoe eee eeeeeeeee een ee ee@ 
HOLLAND-RACINE SHOES, inc. | 
HOLLAND - MICHIGAN 
ee —— 
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D UNLINED SHOES 
the-ordinary good leather 
“notable addition to 





good cutting value 


smooth, boarded and 
Mello Crush 


frosty, clear white 


Se Mammars Since 1876 washable 
SLOVERSVILLE, N. Y. 
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eauty bonanza... 


In the single month of August, 8,966 young} 
readers sent us their photographs in respons 
to Glamour’s offer to enlist Charles-of-the-Rit 
to re-do tired hair-dos by mail. Page Boy Bobs 


were converted into Ballet Buns, Pompadour 













into Feather Cuts as mail sailed in 
from 48 states — plus Canada, Cuba, 
Nova Scotia, Bermuda, Mexico, 
Philippines, Hawaii, England and 
Alaska. All of which proves a world. 
wide-awake audience that explores 
every page of Glamour—and acts 
on what Glamour says. For ge 


power of real proportions . . . use 


GLAMOU, 


the magazine for the girl-with-a-job 
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The charm and beauty of British Walkers set 
the stage for glad consumer reception. And 
when these action-synchronized shoes are on 
the feet they capture the heart as well as 
the eyes; really steal the scene. Patented, 
Synchro-Flex construction has achieved ideal 
foot-transportation luxury for men and women. 
Once experienced, nothing else will do. 


Naturally, efforts to imitate this advanced 
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As advertised in 
MADEMOISELLE 
and 


TOWN AND COUNTRY 
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| Scene Stealers Every Season, Yes! 


process of building are many — recognition 
always accorded the leaders in every field of 
endeavor. We acknowledge these efforts grate- 
fully. They are the sincerest recognition of 
leadership. 





by J.P. SMITH SHOE CO. Chicago 
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“JOE WAS BACK—an ace. So when he cam 
in for a pair of shoes the other day, naturally | 
wanted to give him top-flight service. He tried m 
one pair... two pair .. . three pair ... my sak 
was taking a tailspin. Then Joe smiled, ‘Ya’ know, 
he said, ‘this is the toughest part of coming back 
I don’t feel at home in anything.’ 

‘That was all the hint I needed. I quickly reached 
for a smart pair of shoes made with Armstrong’ 
Cushion Cork*, ‘Here’s a pair that'll fix that,’ | 
told him. “These shoes will give you plenty of com. 
fort. You see they're made with Cushion Cork.’ As 
I slipped them on his feet, I carefully explained that 
Cushion Cork actually cushions every step . . . ease 
breaking-in . . . allows the foot to ‘breathe’ . . . in. 
sulates against heat or cold. 

“Joe strode up and down the store. His smile 
broadened. ‘Say,’ he exclaimed, ‘these shoes are all 
right. I'll take ‘em.’ 

“Yes, Cushion Cork clicked with that flier—and 
it’s been clinching lots of extra sales for me. Made 
selling easier, too. That's why I'm specifying Cush- 
ion Cork on my next shoe order.” 


_ * * 


You, Tee, Can Make Extra Sales by telling the 
Cushion Cork story of extra comfort. Cushion Cork 
is available in men’s, women’s, and children’s shoes 
—used as midsoling, filler piece, platform, or in 
combination with insoling materials. Specify Cushion 
~~ Cork on your next shoe order. Armstrong . 

Cork Company, Shoe Products Depart- 
ment, 9811 Arch Street, Lancaster, Penna. 


Coashean Coe 


ADDS COMFORT TO EVER 





* Reg. U. S. Pat. Off. 





ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS « FLEXICORK* ¢« FILLERS * CUSHION CORK «© CORK COMPOSITION 
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e As soon as the hope of peace turned men’s 
thoughts to the business of ordinary life, we 
began getting letters from dealers in every 
corner of the world saying, “We want 
Walk-Overs.” Requests have come from 
Palestine, Denmark, South Africa, Italy, 
Malta, India and, yes, even Bagdad! 

All this is just further proof that the 


recognition of Walk-Over quality, style and 





craftsmanship is universal . . . that the Walk-Over trade-mark carries outstanding 


prestige the world over. Wouldn’t you like to discuss a Walk-Over franchise for your city? 





Walk-Over Women’s Shoes $8.95-$10.95 
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Geo. E. Keith Company, Brockton 63, Mass. 
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Fortified by an impressive array of 
wartime achievements ... 

its quality and stamina repeatedly 
demonstrated “under fire”... Kidskin 





a NE I PEN A A I, SER NI 


now faces the future with 


supreme confidence. 


KING KID... the outstanding name 
in the world’s finest of leathers... 
stands well-equipped to win new honors 


ee ee oe es 


in peacetime tasks. 
Supple smartness, endless versatility 
and amazing endurance are King Kid 





attributes combined in no other leather. 



































se & A Division of William Amer Co. 
BLACK GLAZED KING KID LEATHERS A i 


lh 


LS. ed GLAZED KID LEATHERS 

... produced from the 

( Wi bea We choicest India Goatskins 
Company M. & P. GLAZED KID LININGS 


m. & P. QLAZED KID 
PHILADELPHIA, PA. + ESTABLISHED 1832 





- Boot and Shoe Recorder 





Dir hoch. Ith hots 


' THE IRVING DREW CORPORATION, LANCASTER, OHIO 


S\vi J 


New York, 746 Marbridge Bldg. 
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BE BE BOND CEMENTS for Folding— 
built” to run in the GAC Cementing Machine A STRIDE FORWARD inthe develop- 


Model C, Each ber | ibb f 
7 Se ae ree ee ment of synthetic cements of the Latex type 


cement on the folding margins of uppers. 
measured in terms of: — 


#7780 — Strongest bond and longest tack STRONGER BOND 
period of any Folding cement we have yet LONGER TACK PERIOD 


developed — dries fast— folds nicely as soon as 


FASTER RATE OF DRY 


te ee a tt 


. film is dry. 

| 

‘ 

: #7783 — Adequate bond for use under The performance of BE BE BOND CEMENTS 
average shoe factory conditions—fast drying is maintained through constant laboratory 
tim2— overnight tack——good rub off. control. 


prectgiemeil B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. — 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts _ 
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WITH 
WHITE SOLES 
AND 
WHITE HEELS 
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available for The shoes with the air- 

our customers cushioned step. White 
only fibre heel and white sole. 





The demand for our white AIR-TREDS has been so 
very great that we are doing our utmost to turn them 


OLE TEE SOM 


e 
ca 


out as rapidly as possible. We shall not, however, sacrifice 


pare 


our quality workmanship for speed. Every pair of 
AIR-TREDS must live up to its high standard of ex- 
cellence. We ask for your kind patience. Regular cus- 





ic tomers are receiving their proportionate share of our 
4 production of white AIR-TREDS. 


AIR-TRED SHOE CORP. 


AUBURN, MAINE 


anes 
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AIR-TRED A NAME YOUR CUSTOMER RESPECTS . . . SHOES YOUR CUSTOMER WILL WEAR 








November 15, 1945 TF 





Now NEOLITE SOLES 





take to color! 


y= str, the world’s first truly perfect shoe 
soles are stepping out in color! In high- 
fashion red and natural, to match or contrast 
with street, dress and sports shoes. 

That’ means plenty of new style-tricks from 
delighted designers! New promotions and ad- 
vertising from smart retailers! And a new kind 
of good looks for over a million men, women and 
children already sold on NEOLITE. 

That’s all just so much velvet—an added 
boost for soles previously proved to have every- 
thing: amazing comfort, extra long wear, stable 
price, unvarying quality. NEOLITE Soles have 
been a sell-out success all over America, and 
in color they’re due to score another record- 
breaking hit! 

THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Akron 16, Ohio or Windsor, Vt. 





in bright, fashion-right 


re. 
a — colors! 


HEOLITE— 7. &. THE GOODYEAR TIRE & RUBBER COMPANY 


LIKE MOTHER, LIKE DAUGHTER! 
Ask the youngsters! Tough, long- 
wearing NEOLITE Soles rate 

even higher when they come 








NEWEST FASHION TRICK— 
COLOR UNDERFOOT! 

From casual knockabouts to 
evening sandals, shoes are more 
fun to look at, more fun to 
wear—with gay NEOLITE 

Soles in red or 


natural. 
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Now you can get NEOLITE in Red, Natural, Brown and Black! 
And remember—no other shoe sole has all these advantages: 





@ Far outwears leather—yet light in @ Nationally advertised—radio, news- 
weight papers, magazines! 
© Completely waterproof Plus these manufacturing advantages 
@ Non-skid—wet or d 
eteagtigee sty @ May be stitched or cemented 


© Helps keep the shoe in shape @ Stitches as easily as leather 
@ Does not mark floors © Uniform quality 


@ Forms a firm platform for the foot @ No wide price fluctuations 
@ Insulates the foot against heat or cold @ Available in 4 colors—red, natural, 
@ Most comfortable shoe sole ever made brown and black 





THIS MARK! 


Only genuine NEOLITE Soles 
bear the name “‘NEOLITE”’! 








NOT RUBBER! NOT LEATHER! NOT PLASTIC! 


NOT FABRIC! 


GOODFYEAR 
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Let’s synchronize our watches, men... 
The Trimfoot man is due at 1400! 








Yes, when the Trimfoot man 
is going to pay a visit, every- 
one looks forward with pleas- 
ure to his arrival. For it’s the 
Trimfoot man who shows 
how to make more money in 
your shoe department... how 
to build new sales volume 
...and how to add extra 
money each week in shoe 
fitter’s pay envelopes. 


TRIMFOOT COMPANY ¢ TRIMFOOT TERRACE e FARMINGTON, MISSOURI, 


14 





YOU'LL RECOGNIZE THE TRIMFOOT MAN 
by his symbol—a dollar bill in his 
breast pocket. Write today and let 
him give you valuable facts. 


APPLIANCE 
PRODUCTS 
DIVISION 
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by the sudden outcropping of a bad case of mumps. 
but, fortunately, mumps, like headaches, are not fatal; 
and once they're out of the system, THERE’S TWICE 
ae MUCH PUN 0 CIPE.. wc cccccccece 


Jars a point to remember these days when 
your shelves are spotty and QUOTAS persist despite 
the fact that the lifting of rationing may make your 
position even more difficult. We wish that there was 
no such thing as mumps, headaches and QUOTAS 
in this life. The fact of the matter is, however, that 
QUOTAS must remain for a while, simply because 
there are just too many parents who demand 
Gerberichs for their boys. We're doing everything 
possible to bring Gerberichs Best Quality Procur- 





able to you and to him promptly, efficiently and in  . - 
the quantities you both need. When that day comes 
your headache, like mumps, will have been forgot- 


ten and life will be pleasant for all of us. 





ooh 


ye we? _ - GERBERICH-PAYNE SHOE CO, 


\yo' ae MOUNT JOY, PENNSYLVANIA x Offices—New York, Marbridge Bidg., Room 405 
Los Angeles, Haas Bidg., Room 407 * Philadelphia, Lafayette Bidg., Room 1025 









FOOTWEAR ADVERTISED IN 
WOMAN’S HOME COMPANION 


Well filled purses for us smart retailers 
—that’s the point of this picture. We 
just build our displays this month 
around these products, plus a copy of 
the Companion or service pages from it. 
We've discovered that products adver- 
tised in the Companion move even 


faster when you display ‘em 


with a copy of the magazine. 
A wonderful easy way e ¢ 


tra profits === = 


WOMAN’S HOME COMPANION 


250 PARK AVENUE, NEW YORK 
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LEATHER FIBRE BLOCKS 
IN VARIOUS SIZES AND 
HEIGHTS AVAILABLE FROM 
YOUR HEEL SUPPLIERS. 


a — 


NATIONAL LEATHER FIBRE CONFERENCE 
211 Congress Street ‘ : ‘ Boston 10, Mass. 





c November 15, 1945 17 
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There’s no holding Jimmy down since Evans 





began producing the gay balloon colors flegthe 
they promised him, and their customers, fiolors 
during the war. And no wonder, for Jimmy [leathe 
Pig is the leather for the gay, colorful, cool fits he 
shoes that everyone's going to wear next [swatc 


Spring and Summer. Jimmy Pig is especially the & 


JIMMY PIG is one of 






















SURE 


my Limil now, ... says JIMMY PIG - | 


ee 


$ beautiful in gay colors, because it’s a quality 


eee one an 


$ leather with a wonderful finish that makes 
» colors clear and true and lasting. It’s a cool 


Y Bleather, too, because it “breathes” through 





| fits handsome grain. Write for new color 
t Bswatches of genuine Jimmy Pig . . . one of a 


' Tthe Evans Quality Leathers. 


EVANS LES TH’ RS | 


JOHN R. EVANS & COMPANY - CAMDEN, NEW JERSEY 











T bin tapered edges mean 
Cc 


flawlessly smooth quarters 








SPAULDING FIBRE COMPANY, INC 


North Rochester . New Hampshi 





Being the manufacturers of VUL-CORK SUREFOOTED SOLES, it is to be expected that we 
are proud of our product—and we are. But vastly more important to Shoe Manutacturers and Re- 
tailers is what USERS of these modern service shoe soles have found through actual wearing 
experience. From here on we’re handing the ball to VUL-CORK SOLE USERS . 


Says a Large Express Company - 
“The employees using Vul-Cork Soles report 
that they have proven valuable as a protection 
against sliding and slipping on car doorsills, wet 
cement, modern platforms and car floors.” 


5, An Electrical Manufacturer Doesn’t 
Pull His Punches in Speaking - 


“They are the best non-skid soles we ever had.” 


About Wearing Qualities a Rail- 
road Company says + “These soles are 
very good, lasting three times longer than ordi- 
nary soles under the same working conditions.” 


ie 
ak - A Prominent Manufacturer Speak- 


ing + “We are using them on shoes worn in the 
Boiler Room, where the floor is very hot. The 
men report that they are very satisfactory and 
do not have any more trouble with the heat 
affecting their feet.” 


es A Milkman Praises Vul-Cork Insui- 


WES 


APs 
Toon 
— | 


ation + “| deliver milk for the 

Co., and I was out in all kinds of weather. They 
are the best soles I ever wore for comfort in 
winter and for being cool in summer.” 


About Comfort an Airline Company 
says + “.... chief praise for the soles is that 
they are not soft and springy as crepe, and yet 
they are easier on the feet.” 


A Coke Manufacturing Firm Adds 
“Flexible Excellent, easy on our feet and 
shock absorbing.” 


meme And these Three Quotes from Re- 
tailers + “We have noted a very marked 
growth in appeal and popularity pepping up our 
sales as no other single feature has done lately.” 
... "We think they are the best soles ever put on 
ashoe!” ... “Results have been most gratifying; 
our service shoe sales have greatly increased.” 


WE GUESS THERE ISN'T VERY MUCH LEFT FOR US TO 
SAY BUT THIS: RECONVERT FOR POSTWAR BUSINESS- 
BUILDING BY FEATURING VUL-CORK SURE-FOOTED SOLES. 


-~——— = = ee 


RIDGE 


CAMBRIDGE | RUBBER COMPANY - se wc 


SETTS 
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Sandals through Specialization in 
Sandal Manufacturing Exclusively 


The secret of your success and ours 


Double stitched sole for light weight, flexibility, 
longer wear. Steel arch support for added comfort. 


Independent Dealer Inquiries Invited 


SAN DAL-CRAFT LTD. 
SYNDICATE TRUST BUILDING 


ST. LOUIS 1, MISSOURI 








dealers 


come 
first 


Sundial advertising 
speaks for itself 
... and for you! 









.. like Sundial Shoes... 
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with “THE BIGGEST 
* #® SHOE VALUE 
= IN TOWN” 


























Sheet eae om over. Every pair of Sundial 





Our most extensive advertising campaign, now in 





* 





numerous newspapers, and on the radio, advertises 
the Sundial dealer as well as Sundial shoe style— 


value — economy. More and more men, women, 


its : for the merchant 


going : who's first in 


his town, for 


children in your neighborhood will be looking for to be the biggest shoe 

the man who sells Sundial shoes. We've planned Sundial : "#6 i town” 

our advertising that way . . . and in Sundial mer- : s 
chandising you'll see other reasons why............ceececccccceccee, Sh a 
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FLORIDA 
PROCESS 





Men’s & Women’s 
CASUALS 





“Combe lage 


RUBBER COMPANY  casssivor. wass 


*Registration applied for. 
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depend on long-wearing 
VINYLITE Plastics for shoes 


With a steadfastness that is truly remarkable, 
VINYLITE Plastics come through month after 
month of active wear. Emerge with a fresh- 
ness, a resilience new to shoe crafting. Scien- 
tific formulation is the secret, of course ...a 
careful balancing that tailors these materials 
expressly to the demands of specific products. 


Their capabilities have been proved time 
and again... in the laboratory, in actual wear 
tests, in severest wartime usage. Thus, high- 
gloss VINYLITE Plastics for uppers, with their 


lasting flex and high resistance to scuffing and 
crazing, are the most practical shoe materials 
known to the industry. Ditto for VINYLITE 
Plastics for soles and their talent for repelling 
grit, dirt, water. And both are oblivious to 
weathering. 


Yes, VINYLITE Plastics’ wear-abilities carry 
through . . . through thick soles and thin, 
through ribbon-fine uppers .. . providing you 
with shoe materials you and your customers 
can depend upon with the utmost confidence. 


You know it’s right if it’s 


Vinylite 


plastics 


BAKELITE CORPORATION, Unit of Union Carbide and Carbon Corporation ([q@ 30 East 42 Street, New York 17, N.Y. 
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Kic{erinos 1229 WEST VINE STREET - MILWAUKEE 5, WISCONSIN 
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I mpressive style reflections, measured in relation to fit 
and quality, portray the possibilities of the « WANDA” 


STYLE STUDIOS 
Marbridge Building, New York 286 Congress Street, Boston 


UNITED LAST COMPANY 


“Fit-Foremost Lasts” 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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So much more comfort . 
in every pair of 


Se much more comfort is built right 
into Oomphies that this Indoor Footwear has the snug 
fit, the support of an outdoor shoe. Comfort is built in with the small 
steel “bridge” that gives the arch just the right amount of support . . . built into the famous Oomphie 
sole in cushioning layers . . . built into the heel seat by special padding 


to give the foot extra lift. No wonder that, with her first pair of 






ANC: 
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Luxor [aur #68 


RE-FLEy 
Crosby Square 


FROM THE HOUSE OF CROSBY SQUARE 
DIVISION MID-STATES SHOE CO. 
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Most of Your 
Food Customers 


are readers of 


4D WOME 


Journal readers provide the customer traffic in stores like yours, 
in towns and cities like yours . . . all over the country. For 
example, in 
New York, N. Y. (ewutation .14im) . . . At the Selby Shoe Com- 
pany, 102 women were making their fall selections 
44% said they read the Journal 


Dallas, Texas (mmm iam .. . Volk Bros. does a lively bus- 
iness on Saturdays. Of 100 women shoppers 
S2% said they read the Journal 


Dencer, Colo. (ppisin vim) . . . 106 women were looking over 
the new arrivals at Fontius Shoe Co 
47% said they read the Journal 


Syracuse, N. Y. (squatim msm) . . . The cash register was ring- 
ing up 100 women customers at the Park-Brannock Shoe Co. 


G3S% said they read the Journal 





All over America ...customers come in when the Journal comes out 
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Lyraheel Predicaments 














His eyes aren’t on his job; 
He steers the cart astray— 
Scrapes the heel of Helen’s shoe 
To her profound dismay. 

But she is not perturbed for long. 
What is it turned the trick? 
Remembers she wears “‘Pyraheel,” 
And that is hard to nick! 























Memo to Salesmen: 


You'll find that all your women’s shoes 
will have more sales appeal 
if you can say, “These heels 
are scuffless Du Pont ‘Pyraheel.’” 


DU PONT 


Sifu “PYRAHEEL” || 
shbiite tant seve ring és 





ee 
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BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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WHEN THE LADIES TOLD US, 


: 66 a sesame seem 
| ABOUT PARADISE SHOES” 


é 
/ 
/ 
/ 
/ 


‘ 
@ WHEN WE STUCK Ouw NECKS OUT and asked the ladies what 
\ they didn’t like about Paradise Shoes—naturally we expected some 
criticism. But were we pleased when they came 
back with practically nothing but praise! 


SCIENTIFIC NATIONWIDE SURVEY. You see, to find out just how we’d come 
through the difficult war period—and whether 
Paradise customers really were satisfied—we had an independent 
research organization get the whole truth 
from 607 Paradise wearers in 120 cities in 23 states. 


APPROVAL ALMOST UNANIMOUS. 96.5°% of these Paradise customers 
a liked Paradise shoes as well or better than any other make they'd ever 
‘ worn regardless of price. 


, wuar asour criticism? Well, anybody can think of something to criticize 

/ when invited—and these ladies were no different. Of the 

/ 35 dissatisfied customers found in this survey, ten complained of poor 
‘ fit. Other reasons were miscellaneous, some of which are beyond 

y) our control and may or may not have been the fault of the shoe. 


/ Experienced market research experts tell (Ye d ’ ge 
i us such overwhelming endorsemeitt is rare b 
. for any product. Good réason, we think, & 
\. for our dealers to look to the future of We 
~~ Paradise with confidence. Want a copy e----- 
of this survey? Write in—we'll be glad he 
eee BRAUER BROS. SHOE CO., St. Louis 8, Missouri 


nao. : i 
“s 
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OF THE AVERAGE CHILD’S* 
CLOTHING BUDGET GOES FOR SHOES! 


Are you getting a substantial share of juvenile shoe sales? If the answer is “no,” it’s not 
the fault of the market—IT is there! That’s why Roberts, Johnson & Rand has been and is a 
leader in educational advertising of children’s shoes . . . pre-selling millions of customers for 
Poll-Parrot dealers. That’s also why merchants everywhere find it profitable to feature 
Poll-Parrots. If your children’s shoe department isn’t paying out ... or if you don’t have 


one at all... here are a few of the many reasons why you’d better plan on Poll-Parrots: 
*U. S. Dept. of Commerce 
VY Shoes for all occasions . . . dress, school, play! 
WY Made over America’s widest range of scientifically- 
graduated lasts! 
WY Every new design and material Pre-tested in actual wear! 
WY Famous for their 10-Way Built-In Fit! 
Y Dominant National Advertising! 


VY Individualized, cooperative dealer-help program for 
maximum local benefit! 


THAT’S WHY CONSUMERS DEMAND...DEALERS PREFER... 
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“The return of elasticized shoe 
backing will bring back those 
enchanting lines that make foot- 


wear beautiful and comfortable.” 


Taind Yehober & Co 


P. COLELLA 
President 


. . and no elastic backing will 
ever be finer than CONTRO* 


FIRESTONE 








“American women, particularly, want shoes that 
will serve a dual purpose. They insist upon 
comfort combined with smartness. 

And nothing guarantees this combination so 
completely as the use of elastic backing. 


It gives a sleek, smooth fit plus a pliant, comfortable 
freedom to the foot.” 





Thank you, Laird Schober 


...and you will find Firestone willing and eager to cooperate with 
you in your manufacturing plans. Soon, improved and increased 
production of CONTRO* will be available to you. And remember, CONTRO* 
is the only elasticized yarn containing VITALIN ... the rubber 
vitamin that gives longer life, greater stretch, better fit. 


Write Firestone, Akron, for complete information. 


peor ELASTIC YARN BY Ee) 
Fireston & 


LISTEN TO THE VOICE OF FIRESTONE MONDAY EVENINGS OVER NBC 
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DEPENDABIL 


Bight spot in the Kid picture is the outstanding manner in 


which Surpass Kid leathers have maintained their characteris- 
tics of Uniformity and Dependability. Despite the fact that pro- 
duction of glove and garment leathers for the Armed Forces has 
ceased, limited supplies of skins permit production to satisfy 
only a fraction of the demand for shoes of Surpass Kid Leather. 
While awaiting the day when you will be able to sell in un- 
limited quantities, let om pair of shoes embodying Surpass 
Uniformity and Dependability maintain a bond of service be- 
tween that illustrious past when Suikess Kid was plentiful and 
the brilliant future which must come one day when you'll sell 
Surpass Kid shoes in volume again. 


SURPASS LEATHER COMPANY 


9th & WESTMORELAND STS. * PHILADELPHIA 40, PA. 


BLACK GLAZED KID © GENUINE KANGAROO 
BLACK SUEDE KID © GENUINE *CAPRE KID 


*TRADE MARK REG. U. S. PAT. OFF. 


Boot and Shoe Recorde 





THE SOLE THAT WILL 
INFLUENCE SHOE STYLING 


IS BEEBE BROTHERS 


Color —vibrant, cheerful, warm and lively —is brought 
to sports and leisure type footwear at a point too often 
overlooked in style plans—the sole. 

Color that is permanent, non-fading (and it won’t mark 
floors) makes Beebe Brothers RedWinner red rubber 
soles a focal point of interest in saddle types, mocca- 
sins, outdoor oxford types, smart sandals—color that 
will complement saddle or tip—color that will match 
stitching and laces! 

REDWINNER soles are the best quality rubber soles 
you can obtain. REDWINNERS won't spread, crack, 
peel or fade! REDWINNER soles are winners for 1946 
in style, serviceability, consumer appeal. Let us show 
you why. 


COLOR + RESILIENCE * ENDURANCE 











Lp. f. 
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ACCLAIMED BY MILLIONS 
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ACCLAIMED BY THOUSANDS 


OF BUYERS AT THE RECENT © 
NEW YORK MARKET OPENING 


AS GREATER THAN EVER! 


Before Pearl Harbor $485. .. Today $4 
PLI-MODE SHOE CO- 


EVERETT - MASS: 
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MILLION-DOLLAR looks . . . million-dollar comfort ... both are 
built into every pair of Wright Arch Preserver Shoes . . . the line 


of distinction you can carry with pride and profit. 


yey E. T. Wright & Co., Inc., Rockland, Mass. 








at nee 


Women’s All Leather D’Orsa 
Durable Soft Sole. Colord: 
Brown, Blue, Red, Wine. Sizes / 


$1.60 <S : 


~~ 
we 


‘os 
RS” 


Childpen’ s Bootee—California 

. Genuine Hard Leather 

! Sole. 100%, Wool Upper with 

ea” White Fur Collar. Colors: Red 
hia and Blue or Blue and Red 

. ns. - “a. 
£, Combinations. Sizes 8-12, 12-3 


gn * = 


MH 
5 o4 No. 3193 


Women's Herd Sole Slippers 
— Half Platform. Ribbed Ve- 
lour with Plush Collar. Col- 
ors: Royal Blue, Light Bive 
and Red. Sizes 4-9. $1 75 


* 


5 al 
<a UP .. . the Merriest Christmas in 


years ... Family fireside reunions by the tens 
of thousands and THE GREATEST SLIPPER 
SELLING SEASON EVER for YOU! Yes, and 
GERDA is ready for it now with a fabulous 
stock of slipper specialties for women, for 
men, for children . . . In-stock for FLASH DE- 
LIVERY. + Don’t let a lean stock deprive you 
of the prestige and profit of this family busi- 
ness. You'll be amazed at the size and scope 
of this collection of slippers — every wanted 
pattern and material, plus Gerda’s famous 
Pippins. Use this page as a ready catalog 
source; WRITE OR WIRE YOUR ORDER TODAY! 


EXHIBITING 


Oklahoma City, Okla.; Dallas, Texcs; 
Grand Rapids, Mich. 


Theil COMPANY. 


158 DUANE STREET » NEW YORK 13 N. Y. 


—- - 








ALLIED KID COMPANY | 


BOSTON * NEW YORK * WILMINGTON ° PHILADELPHIA * CAMDEN 





Kid, as a basic material, a 


possesses qualities which distinguish it 


from other leathers. The porosity of kid allows natural breathing of the feet 


in both cold and hot weather. The softness of kid makes it give with the feet, } 


preventing binding; and the tensile strength 


of the leather offsets wear. 
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| Jogs | 
| HIT JACKPOT! 


From every state in the Union . . . from 
Park Avenue to Main Street. . . blank 
checks, money orders, telegrams, 
letters, postcards . . . Everyone 
Wants JOGS! 


After upping production 5 times—our 
factories are emerging from the over- 
whelming avalanche of calls for JOGS. 
We are glad to pass on the good news 
that JOGS are now beginning to flow 
more freely to retail shelves. 


Everyone’s jumpin’ into..... oes 


WMMONWEALTH SHOE & LEATHER COMPANY ; . . WHITMAN, MASS. 
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Che MILLER self-adjusting 


(metal adjusting) SPRING EXTENSION SHOE TREE 







Cue SELF-ADJUSTING extension action is 
automatic. As the Tree is inserted into the shoe, the 
heel portion hinged to the forepart by means of a 












tlat steel bar, is naturally compressed. Upon inser- 






tion, a spring then exerts a gentle, but firm, pressure 






that extends the heel portion back against the heel 





of the shoe. Automatically the proper degree of 





tension is secured to assure efficient results in the 





preservation of the stylish lines, character and 





wearing qualities originally built into the shoe. 











wainut stain witn 
high gloss finish. 






another... 
MILLER 
achievement 











* The MILLER SPRING EXTENSION TREE is made in whole 
sizes only. The adjustment eliminates the need for half sizes. 


* 


At present deliveries are averaging approximately four months from receipt of orders. 






O. A. MILLER TREEING MACHINE CO., PLYMOUTH, NEW HAMPSHIF 
Branch of United Shoe Machinery Corporation 
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Miracle-[read SHOES | 


SMART SHOES GRACEFUL POISE 








NATIONALLY ADVERTISED IN 


LADIES WOME 


THE NEVAR 
THE MURAL 
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~ 2 A can’t-be-copied selling feature: smart styles... 
plus Conformal’s patented plastic insole, “custom- 
moulded” to each individual foot. 


> A double market: “Custom made” comfort for 
normal feet... unheard-of relief for azling feet... 
at volume- building prices. 


) Steadily increasing profits: high repeat and “recom- 


mended” sales... long markup... freedom from 
market fluctuations. 


KEEP YOUR EYE ON CONFORMAL .. . THE SHOE THAT'S GOING PLACES 
Write us today about a Conformal franchise 


CONFORMAL FOOTWEAR COMPANY j Internatianal Shoe Company « SAINT LOUIS 3, MISSOURI! 
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HARDIEST OF (Ul PERENNIALS 


AMALGAMATED Wule GLAZED KID 


THE ORIGINAL WHITE KID 





Wren the annual figures 
are in, merchants find that, re- 
gardiess of conditions or seasons, the 
greatest friend of volume is the White 
Shoe. Classic leather for the White Shoe, 
no matter what the style or occasion may be, 
is White Kid. And when the merchant thinks in 
terms of White Kid, the name AMALGAMATED, 
the accepted White Glazed Kid, immediately 
presents itself. This White Story is a logicol 
story. White Shoes mean more volume . . . 
and when they sell quickly, easily, sat- 
isfactorily, they're usually made 
of AMALGAMATED White 
Glazed Kid. 
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AMALGAMATED LEATHER COMPANIES 


WILMINGTON, DELAWARE 
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QUEEN QUALITY’S - 
Fine Crafting Sets 
A Value Record 






T.. quality you recognize in Queen Quality shoes 
goes deeper than the obviously fine construction 
features you can see. Behind the quality 
look is a story of devotion to detail ...a story 
thrillingly climaxed when your customer has 
the shoe on her foot and delightedly 


exclaims, “My, isn’t it beautiful!” 


Yes, Queen Quality shoes have quality 
materials, craftsmanship, and styling far beyond 
anything you ordinarily expect at $6.95. And the 
wide range of styles and fine balance of types 
makes Queen Quality the answer to every 
dealer's search. Dealers find in Queen Quality 
the one-price line that stresses quality 
and adaptability at once...a line that includes 
the ultra-smart numbers as well as basic 


styles to make your volume soar. 


Conditions will not permit us to accept new 
accounts now, but we are interested 
in talking to you about Queen Quality’s 


future place in your store. 


ADVERTISED IN LIFE, WOMAN‘’S HOME 
COMPANION, MADEMOISELLE, AND VOGUE 


shoes...*G% i el 


QUEEN QUALITY SHOE CO. e DIV: INTERNATIONAL . COMPANY e ST. LOUIS 
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Today Florsheim Shoes are in greater demand 

than ever because women have learned to count on 

Florsheim quality when quality counts most. Florsheim Shoes 

have stood for quality through all the trials of the immediate past. . . not 
because it was easy—it wasn’t. . . not because it was necessary— 
“anything sold” . . . but because the Florsheim tradition 


of quality just won't be broken. 


Sooner than you may think, new materials, new lasts, 
new patterns, and new colors will be available . . . but the key to the future 
with Florsheim Shoes for Women—as it is the key to past acceptance 


and present success—is QUALITY all the way. 


To Retail at: 
Most Styles $1095 to $1295 E Ch Mt : 


SHEIM SHS 
THI he ¢ Fin 


FLOK 


\ Shoes for Women ve 








SAUCY LADY 
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Hottest of the problems relative to shoes that remain in Washington, 
now that shoe rationing is over, are in the pricing field. The recent OPA meet— 
ings with the manufacturers led impartial observers to the inevitable conclusion 
that manufacturers price increases will be forthcoming soon. 

While, at the time of this writing, no definite action has been 
decided upon by OPA, reliable sources maintain that the manufacturers' increase 
will be approximately five per cent. Obviously, the important question to 
Recorder readers is how this increase will affect retail prices. 

Under present OPA cost absorption policies, the distributive trade 
will be required to absorb fully any such price increases so long as average 
1936-39 profit margins are not endangered. OPA will make a study of the present 
status of the retail trade before issuing any order, and if it appears this 
profit margin will be threatened by full absorption, then some modification can 
reasonably be expected. 



































* * * 


One of the bottlenecks in disposing of surplus shoes, as well as other 
consumer goods, apparently results from inaccurate army reports on quantities, 
quality, and location of material. In addition, the Army refuses to package and 
size shoes, although specifically directed to do so by Special Order 3 under 
Surplus Property Regulation 1. Instead, shoes are made available in badly 
scrambled, broken lots. 

For example, several weeks after V-—J Day a lot of nurses shoes was 
declared surplus by the Army. A sales program was started by the Office of 
Surplus Property on Sept. 3, but it was then found that the shoes were not sized 
or packaged. On Sept. 12, the Army was asked to do the job. The Army replied 
in the negative on Sept. 27. Therefore, on Oct. 4, more than a month later, OSP 
began a program for sizing, packaging and shipping. 





























* * * 


German technical information now being released reveals considerable 
use of plastic materials by the Germans in the shoe industries. 

High molecular weight polyvinyl chloride was used for making shoe 
soles. The material contained about 50 parts polyvinyl chloride, 35 parts 
plasticizer and 15 parts fillers, such as carbon black, wood flour, and kiesel- 
guhr. These soles have been used in Germany under the name of "P Sohle" since 
1937. Strength and abrasion resistance increases as the amount of filler is 
decreased. For attaching the soles to shoes a solution of Polyvinyl chloride 
acetate in acetone was used. 

A type of polyamide was used by the Germans as a surface coating on 
artificial leather to impart scratch resistance. Another type was used for 
connecting belts for motor-driven equipment which are claimed to have 10 times 
the life of leather belts, as well as belts for military and civilian use. 

The polyurethanes, a new development in the plastics field and not on 
the market in the United States, have been used as coatings for both leather and 
rubber, and are said to be glossy and weather resistant. [TURN TO PAGE 102, PLEASE] 
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ARNOLO BARTSCHI, PRESIDENT . etn EEF BiG HOUSE FOR LITTLE SH HOUSE FOR LITTLE SHOES SINCE 1800 « 


Edwards 


SHOES FOR CHILDREN 


lt Hes 


yr 





The foot health of children. 





@ 314-322 ~ @ 314-322 NORTH 12 TH. 12 TH. STREET @ PHILADELPHIA7, PENNA. @ LOCUST:4347 @ 





JOS. J. McBRYAN, Vice Pres. 


In a word, the 





Conditions under which the retailer must operate today are anything | 
but ideal; but, fdwards dealers have the satisfaction of knowing that | 
every pair of fdwards shoes they fit adheres rigidly to the high qual- 
ity which has made fdwards famous for generations. 


fdwards name has become a "STANDARD" in a very important field— 


Edwards brings you TOMORROW’‘S size schedule TODAY. 








Edwards \ BABIES INFANTS 
W2-6 6-9 








CHILDREN 
W>-13 





MISSES 
13-4 





GIRLS 
4/>-10 








——, 
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A od $695 e $795 


DEALERS EVERYWHERE 


MOULTON-BARTLEY, INC. -« 
54 


710 North Twelfth Blvd., St. Louis 1, Mo. 
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Ioice of the Irate 


CHARLES M. NICHOLS, manager 
of Gosper-Kelly, Inc., Elmira, N. Y., 
says: 
“If I knew the answer to how the 
present complexities of shoe and 
leather shortages can be cleared up, 
I wouldn’t be selling shoes. I would 
be smart enough to make money 
some easier way. I am a merchant 
in a small city and know my end 





of the business, but I do think that 
shoe men should be careful how 
they lay the blame for what is an 
unhealthy situation in the shoe busi- 
ness. I refer to the topsy-turvy state 
of merchandising. It is easy to say 
that labor or some other element is 
to blame. But do we really know 
that to be the case? Therefore, | 
say that we should be reluctant to 
criticize the other fellow and try to 
maintain an unbiased viewpoint. 

“One thing with which we may 
be confronted soon is how to make 
the public understand why shoes 
are so scarce. In the past, ration- 
ing has been blamed. Now it will 
be the shoe dealers. 

“As for the future, it is well 
enough to say that we won’t do this 
or that, but I believe that competi- 
tion will largely determine what we 
shall do. People will expect more 
service than they had been getting 
during the war. If the shoe store 
across the street provides certain 
services, you will have to also.” 


WALTER ROOSE, sales manager 
of the Marion Shoe Division of 


Nevember 15, 1945 


Daly Brothers, Marion, Ind., uses 
the “air” with good results. Within 
eight days he held sales meetings 
with his salesmen in Atlanta, Phila- 
delphia, Chicago, Denver, back to 
Chicago and Marion, Ind. 

The war interrupted attainment 
of the million air-mile record, but 
a total of 411 flights has rounded 
out three-quarters of a million miles 
since Walter Roose began directing 
the sales for Daly Brothers. Some 
record! Walter’s vim and enthusi- 
asm matches our present “air age” 
and is a challenge to many a young- 
er man who aspires to executive 
position in our industry which is 
rapidly stepping up its activity. 

- * . 
LOUIS G. FEMAN, who was re- 
cently made general manager of 


I. Miller & Sons, Inc., used to con- 
duct the Shoe Merchandising and 








Designing classes at the Central 
High School of Needle Trades in 
New York. One of his biggest 
thrills is to get word from some of 
his former students as to the prog- 
ress they have made in their chosen 
industry. 

Last week, Modesto Lucas, Jr., 
paid Dr. Feman a visit and told 
him how thankful he was for the 
education he had received at the 
School and how valuable it was to 
him in his present activities. He is 
now operating an American shoe 
shop in Caracas, Venezuela, and 
also has a shoe factory, manufac- 
turing women’s and men’s shoes. He 
says that good American shoes are 
wanted in Venezuela and feels that 


the post-war possibilities for export 
business are unlimited. 


. . * 


THE SHOE AND LEATHER 
NEWS of London, in a recent issue, 
reported that the British govern- 
ment is seriously considering the 
future place of design and style in 
shoes (even to the extent of a de- 
sign center) and said: 





“For years there have been a few 
visionaries and pioneers in the shoe 
trade who have endeavored to se- 
cure recognition of design as cor- 
nerstone of progress and prosperity, 
not merely as a superfluous luxury. 
If design is to play its proper part, 
it must become available to the in- 
dustry at large and must play its 
rightful part in an ordered way. 
Then it can enable the British shoe 
industry to take the lead in world 
footwear development. The estab- 
lishment of a shoe design center, if 
properly executed, can do much to 
make this objective attainable. 

“Design in the past has been ap- 
proached piecemeal, without a prop- 
er appreciation of its importance. 
As a result there have been far too 
few designers, too many decora- 
tors; too few creators, too many 
copyists. The fault, probably has 
been attributable to the fact that 
real design has been a secondary 
consideration. We have succeeded, 
through our system of technical edu- 
cation, in producing shoe trade 
technicians, and then have ondea- 
vored, secondarily, to make our 





technicians also function as de- 
signers. 

“To make a successful designer, 
should not the procedure be re- 
versed? Should not the designer be 
primarily an artist? Let us train 
our artists to be shoe designers, ex- 
ploiting their indigenous creative 
genius to the designing of foot- 
wear; and then, having discovered 
their artistic ability, give them the 
technical training necessary to en- 
sure that their creative designing is 
practicable in our shoe factories. 
To do this, we should begin the 
search for shoe designers in our art 
£olleges, and complete their educa- 
tion in technical college and fac- 
tory.” 





AGAIN MAIN ST., U. S. A. 








—American Builder, a highly re- 
garded business publication in the 
construction field, has recently 
made a study which reveals that 
50,090 new shops and stores will 
be built in 1946, 100,000 in 1947, 
and 150,000 in 1948. 

—These constructive and assuring 
figures are broken down by place 
population groups in a special 
bulletin. 

—What percentage of these new 
stores will be shoe stores we do 
not know, but it is safe to assume 
that the percentage will be size- 
able. 

—All of which tends to substantiate 
Recorder's conviction that Main 
St., U. S. A., will be more attrac- 
tive, glamorous, and service-ren- 
dering to the public than ever 

ore. 

—And quite possibly Littletown's 
modernized Main St. may bring 
back much of the trade that may 
have seeped over to Bigtown's 
crowded thoroughfares. 

—Great changes are in the making 


President 





GORDON EVANS of Lewis & 
Reilly, Scranton, Pa., says: 

“ ‘Give us shoes’ is the plea of 
every shoe man today and I think 
it is the one big problem of the 
trade. Salesmen tell us the situation 
will be worse before it gets better. 


<iN0ES 






Certainly it is bad enough now. We 
are constantly handicapped by 
shortage of stock. Most customers 
understand this and are cooperative, 
but a few complain because they 
aren’t shown a big variety to choose 
from. 

“Suitable salespeople are still 
hard to get, despite the easing in 
the employment situation. A large 
percentage of applicants are obvi- 
ously unfitted for high grade jobs. 
We have not been too hard hit by 
the lack of sales help; one man has 
been with us for fifty years and 
several for forty years or more. 


RENA CORLISS of the Merry-Go- - 


Round Children’s Shoe Shop in the 
Bronx fears that too many sales- 
men, especially in children’s shoe 
departments, are prone to recom- 
mend wedges and scaphoid pads 
for foot corrections—without hav- 
ing the fundamental knowledge to 
qualify them to do so. She says: 
“No defect can be cured intelli- 
gently unless the cause is deter- 
mined. The salesman who notices 


any abnormality should not take it 
upon himself to diagnose and rec- 
ommend adjustments. If the wrong 
cure is specified only harm can re- 
sult. Suppose a child has a normal 
low arch and the salesman, calling 
it a ‘second degree flat foot’, recom- 
mends a wedge and a scaphoid pad. 
First of all, he is actually correcting 
something which needs no correc- 
tion; secondly, he may be stretch- 
ing the wrong muscles. There are 
countless cases of a similar nature. 

“It has been our consistent pol- 
icy, while operating a children’s 
shoe store to fit children properly. 
In the case of defects, we recom- 
mend the child to the proper medi- 
cal authorities for diagnosis before 
fitting the child for shoes; and then 
following the doctor’s instructions. 
We have found this sincere proce- 
dure has not only increased our 





sales but has resulted in an enviable 
customer confidence relationship.” 


* - * 


JOSEPH F. HART, shoe buyer for 
The Gorton Coy Company, Elmira, 
New York, says: 

“Women are becoming more 
casual and sport-minded than ever. 
With style restrictions removed and 
the many new materials that can 
be used, there should be plenty of 
opportunity for extra business on 
play shoes.” 























“It goes off automatically if the customer hasn't bought a pair after fifteen fittings.” 
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Next Objective: Sound Shoe Pricing 


Now that rationing is no more, one of the immediate 
concerns of the shoe industry will undoubtedly have to 
do with the price structure and with changes in pricing 
formulas for shoes, as established by OPA, which the 
trade now considers essential in order to bring shoe 
prices into a more realistic relationship with current 
costs of production and distribution. 

Most of the discussions of price ceilings in other 
industries are coupled with demands for increased 
wages by workers, which are usually cited as justifica- 
tion for the higher prices. Efforts which representatives 
of the shoe manufacturing industry have been making 
te obtain some equitable revision or modification of 
the existing pricing formulae date back much farther 
than recent wage controveries, however, and are based 
primarily on other factors that have been operating 
over a period of time to push production costs upward. 

More than a year ago, as National Shoe Manufac- 
turers Association recently pointed out, the Industry 
Advisory Committee formally recommended a survey 
to determine actual cost conditions in the industry and 
on December 1, 1944, the OPA authorized that survey, 
thereby acknowledging that sufficient grounds existed to 
justify a re-examination of shoe pricing methods. The 
compilation of figures was completed about the middle 
of August, but action was delayed because of V-J Day 
and after that OPA marked time until October 30, when 
officials revealed the results of the survey to a group of 
manufacturers in Washington. Manufacturers maintain 
that the data on financial conditions in the industry by 
that time was out of date, since it failed to take into 
account developments that have taken place since the 
war ended, 

Due to the delays that have occurred in getting action 
on this matter of price formula revision, the whole shoe 
pricing situation is in an unsatisfactory state, and this 
fact becomes all the more apparent now that shoe ration- 
ing has ended. From now on, it is anticipated, demands 
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for merchandise from retail stores and public will be 
increased, and manufacturers, particularly those in the 
low end brackets, will find it difficult to supply many 
of the shoes that will be wanted, unless existing price 
ceilings are modified. Some relief is anticipated in the 
immediate future; whether it will be adequate to relieve 
the situation remains to be seen. 


Ar the retail level, shoe prices must still be deter- 
mined according to the requirements of MPR 580, 
which provides for an average markup according to 
the category in which shoes are classified. In the event 
that prices are increased at the wholesale level, retailers 
are bound by the “cost absorption principle” of OPA, 
which in the event of a general wholesale price increase 
would prove utterly unsound and unworkable from a 
retail merchandising standpoint. So this principle 
should also come in for careful scrutiny by OPA in 
connection with the general problem of bringing shoe 
pricing formulas into more equitable relationship with 
existing conditions. In the judgment of most retailers, 
cost absorption is indefensible and if continued indefi- 
nitely can have no other consequence than to drive 
many retailers out of business. 

With rising costs on the one hand and the threat of 
inflation on the other, the whole priee problem is, un- 
questionably, most difficult of satisfactory solution. 
Arbitrary controls may provide an emergency answer 
in wartime, but fundamentally it is a demand and 
supply situation that can only be improved by increased 
production of wanted merchandise. Inadequate prices 
tend to restrain the industry's efforts to increase pro- 
duction. And so the question recurs in many minds 
as to whether the logical solution may not be found 
by giving early and serious consideration to the advis- 
ability of doing away with OPA shoe price controls 
entirely, thereby permitting prices to find their own 
level in a free market. 
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This scene in a New York shoe store (Ansonia) is typical 

of what happened in many stores following the end of 

rationing. The young lady apparently decided she would 

try on every pair in stock before making her choice and 
the salesman wishes shoes were still rationed! 


OFFICIAL announcement of the end of shoe rationing, 
on October 30, caused more than a ripple in the retail 
shoe business, despite the fact it had been pretty 
thoroughly discounted in news reports from Washing- 
ton. But, save in relatively few instances, it did not 
result in the tidal wave of buying that many merchants 
had anticipated. 

Most stores reported an increase, though strangely 
enough there were some stores and localities that 
actually experienced a decline. In other places busi- 
ness opened steady the day after rationing was lifted, 
but swelled on subsequent days to a Saturday crescendo. 
In Denver, the Fontius Shoe Company had to close its 
doors on Saturday afternoon, November 3, because of 
the pressure of business on that day. Other stores, in 
New York and elsewhere, reported customers standing 
in line to gain entrance, but these were the exceptions 
and not the rule. 

Many stores had prepared appropriate advertising 
well in advance and held it in readiness for insertion 
in their local newspapers the day rationing was lifted 
or the following day. Some of them took occasion to 
point out the wisdom of postponing unnecessary shoe 
purchases or confining purchases at this time to immedi- 
ate necessities, pointing out that the supply situation 
from now on will be steadily improving. Dalsimer’s 
ef Philadelphia said: “Quality shoes will not be sud- 
dently plentiful. Buy only for present needs. Approxi- 
mately 30,000,000 pairs of leather shoes a month are 


now being manufactured. New Shoes of better quality 
are on the way.” 

“Let’s continue to share the shoes,” Andrew Geller, 
of Fifth Avenue, advised in an ad in the New York 
Herald-Tribune the morning after rationing was lifted. 
Krupp & Tuffly, of Houston, expressed “sincere appre- 
ciation to the people of South Texas for their patience 
and understanding during the war emergency,” referred 
to the trials and difficulties of the period and pledged 
their best efforts for the future. Florsheim stores came 
out with the frank declaration, “You're not half as glad 
as we are that rationing is over.” Maison Blanche and 
Imperial Shoe Store, of New Orleans; Lamson’s, of 
Toledo, and many other stores throughout the country 
used this occasion to convey to customers a constructive 
message about the present. situation and the promise 
of the future. 


Flurry of Buying in Boston 

A few Boston stores reported a flurry of buying dur- 
ing the noon hour on October 31, the first day of 
shoe-buying freedom. Succeeding days, including Fri- 
day, November 2, were no more than normally busy. 
Any increase from here out, it is expected, will be that 
which always comes with colder weather. There was 
not, nor will there be, merchants believe, any repetition 
of the buying waves which followed the validation of 
each shoe stamp. They expect about a ten per cent 
increase over the next 30-day period which will be fol- 
lowed by a leveling off of the sales curve. 

No medium or high-grade store in Boston could 
have weathered the storm had customers gone on a 
buying spree. Stocks are low, of course, have been and 
will be, probably for the next six months. Retailers 
are still buying on the quota system and see no reason 
to expect an appreciable increase in the types of shoes 
they sell. By and large, these stores did nothing either 
lo encourage or discourage buying. Only one store 
with women’s shoes selling above $5 made any mention 
of it, using a window placard. Many store managers 
did not even bother for the first day or two to remove 
from their windows the small cards identifying rationed 
and non rationed types. Lower grade stores adver- 
tised the end of rationing in their windows without. 
however, any noticeable increase in volume. 

Retailers of men’s shoes are hopeful that their busi- 
ness will now show an increase since the general feeling 
is that, while rationing was in effect, the man of the 
house, more often than not, turned his coupon over to 
his wife or one of his children. Boston’s best-known 
family shoe store, the Thayer-McNeil Company, in fact, 
made a bid for this business by using a large-size 
display advertisement in the morning papers of October 
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Few Buying Rushes Reported by Stores, Although Brisk 

Business Was Experienced in Most Cities Following the 

Announcement of the Termination of Rationing. Customers 

Apparently Were Satisfied to Buy Shoes as They Needed 
Them; Stocks Generally at Low Level. 


31, headed: “Dad, you deserve a medal and a pair 
of fine Thayer McNeil shoes.” 


No Buying Rush in Rochester 

Even the shoe retailers in Rochester, N. Y., who had 
been most critical of rationing would have preferred 
to have had it last a while longer. They were appre- 
hensive that a buying rush would follow its ending at 
this time. But the buying rush failed to materialize. 

There was slightly increased activity in shoe stores 
as the OPA announced that stamps would no longer 
be needed for the purchase of footwear, but this was 
stimulated in some measure by several shoe stores 
which used the occasion for advertising, with such 
headings as “No coupon needed” and “Rationing 
Ends.” 

More inquiries for men’s shoes and children’s foot- 
wear followed the end of rationing. Men who had 
given their stamps to other members of their families 
decided to get some shoes for themselves at the first 
opportunity, while the demand for more children’s 
shoes has been growing. 

But as in recent weeks, many prospective customers 
did not get what they wanted, because with occasional 
exceptions, shoe stocks are lower than they have ever 
been before. They are inadequate to take care of 
customers under ration-free conditions. 

Despite OPA assurance that shoe production about 
equals demand, orders of retailers for more shoes are 
not being filled. Estimates of the time when stocks 
will be back to “normal” range from several months to 
a year. 

Only occasionally do customers now ask for more 
than one pair of shoes at a time. Most retailers advise 
unnecessary buying, and lack of merchandise is effective 
in preventing it. No measures have been taken toward 
shortening store hours because of the shortages. 


Situation Normal in Chicago 


The stampede of shoe buying which a number of 
merchants in Chicago feared did not materialize when 
the government called off its rationing program. Prac- 
tically every retailer in the Loop area reported that 
there was no marked increase in the activity on Novem- 
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ber first and the days immediately following. All re- 
marked that the number of customers was about the 
same as during the past few months (which have been 
very active). 

Actual volume of business was increased in many 
places, however, for double and triple sales occurred 
frequently. In the main, shoe men tried to discourage 
the purchase of more than one pair. There was no 
actual “rationing” of customers’ demands in department 
stores since stores prefer not to risk offending a custo- 
mer whose patronage is impertant in other depart- 
ments. In a few instances specialty shops limited sales 
to one pair per customer. 

No one seems apprehensive over the future of the 
shoe business. All agree that for at least a year stocks 
will continue to be limited. Recently, however, some 
retailers have been getting a increased flow of mer- 
chandise and by this token are encouraged about the 
future. Some stores are pretty well fixed in their 
stock conditions, others less-so, and each reacts accord- 
ingly. The majority of buyers are very content that 
rationing is a thing of the past. 


Lull in Busirtess in Pittsburgh 


The end of rationing came as “bad news” to most 
shoe men in the Pittsburgh area. Specialty shoe shops 
and shoe departments in some large retail stores experi- 
enced a drop in business following the termination of 
rationing. They reported fewer customers and more 
empty chairs than there have been for many months. 

, The lull in business was attributed to various reasons: - 
to public “contrariness,” to limited selection, and to 
the prospect of improved quality in the near future. 

Some demand was felt for colored shoes. “That 
will be the trend from now on,” predicted one shoe man. 
“People are tired of black and brown and the sensible 
shoes they had to take when they were so severely 
limited.” 

Several retailers reported that their inventories were 
the lowest in history. “Our stocks have been depleted 
since shortly after No. 4 Ration Stamp came out, and 
strikes have held up the manufacture of new shoes,” 
one declared. 

[TURN TO PAGE 72, PLEASE] 
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lines ae ankle went ted suede sandal i 


DRAMATIC EMBROIDERY on dack straps, and soft tie be 
are 1. Miller’s new contributions for afternoon glamo 
wear and eveping festivities. 


THE COVERED-UP LOOK of new ‘ready-to-wear fashions is 
reflected in this Saks, Fifth Avenue shoe. High-riding 
front and jet beads highlight the black suede: 


=~ 





ERE are the dominant shoe styles that have © 


‘been a part of the Fall fashion parade along 


Fifth Avenue. They are the retailer's best — 


~,.. sellers, styled to blend with every phase of 


; is “the new’ ready-to-wear patterns, Everything has 
“Sold this season, from the very low heel to the 


~yery. high, from the ornamented, platformed, 
sling pump and embroidered sandal to the tail- 
ored pump and simple ballet shoe. 

~ = Thesé shoes are a part of a growing cloth 

consciousness era that has gripped the public in 

this first of post-war seasons. Ready-to-wear 


a ‘ / fashions are new and different, reflecting the 


LLMLA MATS LIMA ha hb ee 


\ 


exuberance of peace-time activities. The curved 
silhouette, with its soft, comfortable, youthful, 
flattering lines is a major trend in the fashion 
parade. : 

Broad lasts, rounded toes; curving vamp and 
strap lines have reflected the trend in shoes. Side 
draping in clothes is.echoed in aaymmetri¢ shoe 
treatments, and the increasing demand*for young- 
looking comfort has resulted in voluminous low- 
heeled fashions reaching even to the high-styled 
category. Ornamentation, in the form of nail- 
heads, beads, ahd embroidery, has reached a new 
high and is coordinated with new jewelry fash- 
ions and ready-to-wear trimmings. 




















Expect Gradual Increase in Raw} \ 


AT the principal business session of an unusually in- 
teresting and well attended two days meeting, held 
November 2 and 3 at Edgewater Beach Hotel, in 
Chicago, the Tanners’ Council of America elected 
Arnold Horween, of Horween Leather Company, to be 
its president for the coming year, and re-elected the 
other officers of the Council, as follows: E. Carle Shot- 
well, of Helburn Thompson Company, treasurer; Mer- 
rill A. Watson, executive vice-president; J. Louis Nel- 
son, secretary. As head of the Council, Mr. Horween 
succeeds Everett W. Pervere, of Howes Bros. Co., who 
was the organization’s wartime president. 

Discussions covered a wide range and the program 
included, as usual, general sessions, round table dis- 
cussions and various group meetings. Following the 
address of welcome by Mr. Pervere on the first day, 
Mr. Watson spoke on “A Program for Tomorrow.” Cit- 
ing the example of ineffective planning by the leather 
industry after World War I, and the disastrous results 
that followed, he emphasized the need for a sound pro- 
gram at this time, geared to the economic situation 
of the country. He pointed out that the hide and 
leather business is part of a world market, and neces- 
sarily influenced by that fact. He advised that the 
“only order which a tanner should book is a firm order 
similar to that upon which hides, skins and materials 
are bought. All others merely mislead as to the existing 
leather demand.” 


THE shoe industry, which is the principal buyer of 
leather, Mr. Watson said, will only buy enough leather 
to make the shoes wanted by the public. For a tanner 
to make more leather merely because he can do so is 
economically unsound. In an inflationary price period, 
he said, the only sound foundation is to calculate sales 
upon a replacement basis, to avoid long-term sales com- 
mitments on leather, and to balance purchase and sales 
commitments in order to maintain the minimum inven- 
tories needed to service customers. 

Edward Drew, statistician of the Tanners’ Council, 
gave an overall picture of the “World Hide and Skin 
Supplies.” He stated that as far as slaughter trends 
are concerned it is likely the overall supply of cattle- 
hides will be somewhat less than current levels. The 
peak has been reached in the United States and Canada, 
and it is probable there will be slight recessions in other 
large producing areas. The estimated decline for the 
U.S. is about 8 per cent—approximately 2 million hides. 
But more important than the slaughter picture is the 
size of exportable surpluses which will be available for 
the hide deficiency areas. Before the war this supply 
was 25 million. At present it is about 7 million. The 
prospect for this next year is uncertain, he said, due 
to several causes. 
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MERRILL A. WATSON 


Executive Vice-President of Tanners Council empha- 

sized influence of world market conditions as he warned 

leather men against possible repetition of developments 
that caused deflation after World War I. 


It will take some time before China and the East 
Indies can again supply hides in quantity. Thus we 
have to depend upon the Argentine, India and South 
Africa. Due to increased internal use, these countries 
have smaller surpluses than before. War conditions 
promoted the tanning industry in those lands and re- 
sulted in a more universal wearing of shoes than ever 
before in all lands except in the warring countries. Thus 
there has been brought about a perceptible reduction 
in the number of hides which these countries were ready 
to export. 

Mr. Drew gave it as his opinion that from now on 
there will be less tanning done by Argentina, Brazil 
and India, and therefore there will be a greater release 
of raw materials for export. He said he anticipates 
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Materials Available for Leather 





Government Analysts and Industry Statisticians Sur- 
vey Leather Outlook at Tanners Council Meeting in 
Chicago—Arnold Horween Elected President and 
Other Officers Re-elected for the Coming Year. 


that in 1946 the exportable surplus may get to 12 or 
14 millions. To what extent the United States will 
share in these depends upon whether international allo- 
cations will continue. If they do continue it will depend 
upon the extent to which European countries wilt share 
in this supply. If allocations are discontin then 
the United States “share” will depend entirely upon 
the prices asked and who is willing to pay them. 





On the problem of calfskins, he said the picture is 
less clear than that of the cattlehides. The world ex- 
portable surplus in calfskins in 1945 was between three 
and four millions as against a pre-war figure of 10 
million. Although in European countries the emphasis 
is now upon herd rebuilding and a subsequent diminu- 
tion of slaughter, yet some additional supplies of calf- 
skin should be available from them. Countries like 
Denmark, Sweden, Norway and perhaps Holland will 
have a surplus of calfskins. But they need sole leathers. 
Thus their exportable surplus of calfskins will only 
be available if they can get the heavy hides in exchange 
for them. On this basis the exportable surplus may be 
6 to 7 millions skins and this is still 30 to 40 per cent 
less than in the prewar years. 





“NOW we come to goat and kid skins,” said Mr. Drew, 
“and the historical or basic picture is even less clear 
than was that of calfskins. Prewar production of skins 
has been estimated at something over 90 millions al- 
though it is possible that if an actual count could have 
been made the total might be nearer 100 million. Be 
that as it may, our primary concern is the supply mov- 
ing into trade channels. 


“In the period 1934-1938 the annual average exports 
of goat and kid skins is estimated to have amounted to 
some 75 million skins. In 1944 the actual purchases 
by the United States, the United Kingdom and Canada 
amounted to only about 31 million. 





“The exportable surplus this year available 
for the United States, United Kingdom, and 
Canada, was estimated early in the year to 
be not more than 25 million skins. As a result 


of the bonus plan and perhaps other factors, third 
quarter purchases reached a total of 84 million skins 
with September purchases being in excess of 4 million. 
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This heavy buying will have but little effect on 1945 
arrivals and it is probable that total supplies actually 
imported by the consuming countries this year will not 
exceed 30 million skins. 

“Supplies for 1946 may well increase as speculative 
holdings are liquidated and as home consumption de- 
creases. The sources involved here are mainly India, 
Mexico, and Brazil. In addition, there is some unknown 
quantity of skins which may well flow from China and 
the Netherland Indies. 

“As a stab in the dark, it is possible that world avail- 
abilities in 1946 might increase to somewhere about 
40 million skins. Of this supply the U. S. would prob- 
ably get some 32 million as against a probable 20-22 
million this year, 29 million in 1944, 35 million in 1943, 
50 million in 1941 and a five year prewar average 
(1937-1941) of 42 million.” 

Highlights from some of the other important address- 
es at the open sessions included the following: 

JULIUS G. SCHNITZER, chief of the Leather Unit, 
Bureau of Foreign and Domestic Commerce, U. S. 
Department of Commerce.— 


“All of the information I have been able to collect in 
recent months clearly indicates that the demand for 
most types of hides and skins for the immediate future 
will be greater than the supply. This situation will 
improve only very gradually so that it will take a few 
years before entire demand can be readily filled. There 
is no doubt but that a very substantial world-wide 
accumulated demand for leather now exists. Efforts will 
be made everywhere by the tanning industries to sup- 
ply the markets as rapidly as available raw materials 
will permit. Leather producers in many areas who 
have been unable to enter world markets to obtain their 
raw material requirements have now started or are 
planning to enter the source of supply areas to make 
desired purchases. As you have already heard, export- 
able surpluses will be smaller for some little time. Sum- 
med up, this means that the supply situation will con- 
tinue tight while the competition for the available 
quantities will become more acute.” 

[TURN TO PAGE 99, PLEASE] 
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SHOES FOR THE “BETWIXT 


carried a story of one of the first of such departments 


JEEN-AGE departments springing up in shoe stores 
in a large department store in Newark, N. J. Since 


and in department stores all over the country serve as 


an indication that a new line of thinking has developed then, similar departments have opened in well known 
in the minds of a large number of shoe merchants. As __ stores in cities as widely separated as Boston, Chicago, 
far back as last January, Boot aND SHOE Recorper St. Louis. They are reported to be doing well. 


Above: Clockwise, starting low- 
er left: Side lace tie with walled 
toe: Sportster from Sandler. 
Gypsy seam stepin with grooved 
heel; Hill and Dale from 
Dixon-Bartlett. One-eyelet tie 
on full round toe; Teen-Type 
from Posner. Popular Norwe- 
gian moccasin; Ki-Yaks from 
Craddock-Terry. 


Right: Clockwise, starting low- 
er left: Laced pump for dress- 


sling-back stepin; 
Merry-Go-Round, Forest Park. 





AND BETWEENS”... 


“Neither Fish, Nor Flesh, Nor Good Red Herring,” 
the Teen-Age Group Is an Age-Conscious Section of 
Your Clientele, with Its Own Tastes and Desires. 
What Are You Going to Do to Get This Business? 


By ANNE R. DAVID 


What is this new thinking, and upon what basis is it 
founded? How do the teen-age customer’s wants differ 
from ,those of her younger and older sisters? What 
types of shoes do these girls want? And where are 
they to be obtained? 

These are a few of the questions which have come 
into Boot AND SHOE RECORDER offices from shoe mer- 
chants in this country and even from one forward-look- 

[TURN TO PAGE 114, PLEASE] 


Below: Clockwise, starting lower left: Strip sandal in asymmetric 
pattern for the older girl; Mademoiselle from Carlisle. Sling pump 
on a wall last; Mode-Art from Moulton-Bartley. Crossstraps on a 
flat heel, open toe pump; Glamour Deb from Bourbeuse. Perforated 
gypsy seam stepin; Barefoot Original from Wolff-Tober. 














Nowapays, apparently, fashions have to have 
a “look.” You remember the “bare look” last Summer. 
It had to do with warm weather apparel, and saving 
scarce material, but it also had its counterpart in shoes, 
which became even more opened-up in pattern than 
they had been before. 

This Fall fashion writers have been telling about the 
“blown glass look,” whatever that may mean, the “young 
look” and now “the French look.” We thought fashions 
were always supposed to have a certain amount of that, 
but Parisian styles haven’t been what they used to be 
for some five years or more, owing to Hitler and other 
causes. So maybe it’s the swing of the cycle, or maybe, 
as Life maintains, it still is true that “the young women 
of France are the most alluring in Europe.” 

After reading Life’s story, and looking the pictures 
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Novel treatment of crepe sole is a noteworthy 
feature of this recent style origination from 
Paris. 








Leather thong which serves as fastening has 
been laced around the upper to provide a dec- 


orative feature for this French shoe. 


over, we still don’t know exactly what “the French 
look” is or what it’s likely to do to American fashions, 
much less shoes. Illustrations included a wooden sole 
model with high wedge heels, which definitely reflected 
the leather shortage in France. The clever designer used 
bits of leather on the soles to soften the noise of walking, 
but with all of that we can’t quite see American girls 
in the postwar period wearing the type of wooden soles 
that somebody tried to put over, rather unsuccessfully, 
quite a few seasons back. Only necessity can mother 
an invention like that. 

Still, there are some very interesting footwear ideas 
coming out of France. Harper’s Bazaar showed a few 
of them in the same issue with the “blown glass look,” 
but there was no connection between them. We rather 
think Paris is likely to regain, to a considerable degree, 
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“FRENCH LOOK” in Shoes? 


New Things Happening in Paris 





















and Fresh Interest in French Ideas 


Suggests Possibility—Watch Trend 


in Sole Treatments. 





Hand butting, employed extensively in this 
country on men’s shoes, has been used with 
good effect on this Parisian design. 








A French shoe design, built with carved wooden 
sole and high wedge heel, because of the acute 
leather shortage. 


its importance as a source of designs inspiration for 
shoes, but they'll take a lot of modification to make 
them suitable for American feet. In any event, the 
RECORDER is perfecting arrangements to enable this pub- 
lication to bring to its readers the latest news of what’s 
new in Paris footwear through its own exclusive corre- 
spondent. It will be one of many postwar fashion 
sources that will bear careful watching. 





Lilly Dache, American fashion expert, 

photographed in the Place Vendome. 

Paris, where she recently visited on 
business. 
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What Shoe Stores Are Doing and Can Do 
to Satisfy the Shoe Needs of Service- 
men, Now on Their Way Back to "Civvies”. 


by A. L. MOORE 


ON a recent trip across the country, 
I stopped in a number of major 
cities and talked with many leading 
merchandise managers and buyers. 
Looking over my notes, it is appar- 
ent that we are heading for a num- 
ber of vitally important changes, 
and the store which is most awake 
will come out on top—as always. 


_* 





“EW YORK MEN | SEW YORK MEN KNOW PMD 
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With rationing off, the merchan- 
dise men are considering every 
angle of their future buying. The 
men’s shoe retailers were most ar- 
ticulate. 

Before the end of the war a large 
sport store shoe manager pre- 
dicted, “When the men come back, 
they'll want quality. First, the Army 
men buy black shoes, and shoes for 
business wear. They'll fit well and 
be of first quality leather. Remem- 
ber, the Army has taught them the 
value of a properly fitted pair of 
shoes. They’ve been taught to take 
care of their feet. This will carry 
over into civilan life. After they’ve 
got a job, they'll buy sport shoes... 
not before.” 

This was flatly contradicted by a 
big buyer of men’s wear who pre- 
dicted that the first buys would be 
moccasins because the men would 
be glad to get out of Army shoes. 

After V-J day, I found the first 
prediction was largely correct. The 
first thing the men were buying was 
shoes for business. These were the 
best shoes procurable. If they had 
a little extra money they hunted up 
unrationed shoe sales and bought 
loafer-types. 

The universal prediction was that 
after the servicemen get established 
in jobs, they'll want loafer-type 
shoes to match sport ensembles. And 
they'll buy any quantity of reversed 
calfskin. Color? Brown will lead 


for sport shoes in spite of the ser- 
viceman’s general dislike of the 
color. With grey trousers and a 
tweed coat, one faint stripe in red 
and purple on a grey background— 
the brown reversed calf is the best- 
looking shoe, matched with a brown 
hat and maroon tie. Yes, it’s the 
famous Esquire get-up and shoe 
men all over the country are betting 
it will win out. Oxfords. Loafer- 
types the runner-up. 

A large shoe store in Salt Lake 
City said it was planning to use 
display models borrowed from a 
department store and have a mer- 
chandise window—a man doing 
something, in one window, and a 
general merchandise window oppo- 
site. Have a business executive 
seated at a desk, but with shoes 
showing. The next week a sports 
outfit, promoting brown reversed 
calf shoes, oxfords. The following 
week promote loafer-types; then 
bedroom slippers. These people be- 
lieve the servicemen need to be 
aroused by seeing definite merchan- 
dising promotions. These same peo- 
ple are all instructing their salesmen 
to call a serviceman’s attention to 
other merchandise after he makes a 
purchase. Never urge, they say. But 
when you conclude a sale and hand 
a serviceman change, say, “Come in 
any time. We have a line of sport 
shoes and bedroom slippers that’s 

[TURN TO PAGE 102, PLEASE] 
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Women want the soft, flexible, cush- 
ioning comfort of Darex Insoles. 
Look for the Darex trademark; it is 


the hallmark of quality shoemoking. 


DEWEY AND ALMY CHEMICAL COMPANY 


wWovember 15, 1945 











It’s easy to shop in a store as roomy and comfortable as this new Wright Arch Preserver Store in East 45th Street. New Y ork. 
Left to right in the photograph are two of the proprietors, M. H. Robin and L. Kirsch. 


Postwar Shoe Store for Men 


Attractive Interior Design Based on Idea That 
Men Like Comfort in Stores as Well as in Shoes 


Ir you searched Manhattan Island from Battery Park to 
the Harlem, you wouldn’t find a more distinctly masculine 
shopping area than the short block on East 45th Street, 
between Fifth Avenue and Madison, where Wright Arch 
Preserver Shoe Shop occupied the store at No. 12 early 
this year, after giving up its former location in Vanderbilt 
Avenue, opposite the Grand Central Station. While the 
move was made in February, the furnishing and equipment 
was not entirely completed until some months later, due to 
wartime conditions. So the store really reflects the influ- 
ence of postwar planning. 

On one of the Fifth Avenue corners of this block is the 
men’s clothing and apparel store of Browning, King & 
Company; at the corner of 45th and Madison is the famous 
Abercrombie & Fitch establishment; directly opposite is 
the Eastman Kodak Company store. In the middle of the 
block, on opposite sides of 45th street, are men’s clothing 
stores operated by Roger Kent and Paul Stuart, respec- 
tively, both well known names in the men’s apparel field. 
Wally Frank, Ltd., of London, have a tobacco store in the 
block; there is a Loraine Pipe Shop and a New York State 
Liquor store; near the Fifth Avenue corner is a men’s shoe 
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shop operated by Tom Austin, Inc., featuring Winthrop 
shoes. 

In such a neighborhood it would be logical to strive for 
a store appearance in harmony with the general masculine 
atmosphere, and that’s exactly what M. H. Robin, L. 
Kirsch and George Notice, who comprise the firm that 
operates this new store and another in Radio City, have 
succeeded in producing. They had an initial advantage; 
the store had been occupied by a banking organization and 
the interior was laid out on architectural lines that could 
be adapted to the requirements of a shoe store without too 
many basic alterations. 

A reception room with a club-like atmosphere is an 
unique feature of the store. The entire front third of the 
store—a space roughly 20 by 30 feet—has been converted 
into a lounge room, furnished with comfortable chairs and 
smoking stands. The lounge chairs are upholstered in a 
plaid fabric of red and dark blue, contrasting with the 
pale green walls and white trim. A Colonial mantelpiece 
and fireplace divide one of the walls to the right of the 


entrance. 
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Boot and Shoe Recorder 





Nove 








This is the time to arrange for a Styl-EEZ franchise. 


For details write now to 


The Selby Shoe Company 


PORTSMOUTH, OHIO 
Los Angeles Office: 815 Haas Bldg. 


Selly { ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE + EASY GOERS 
Shoes | STYL-EEZ » PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 


New York Office: 3120 Empire State Bldg. - 
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End of Shoe Rationing Taken in Stride 


At one store, inventories which nor- 
mally run to 10,000 pairs in season now 
stand at 2,000 pairs, of both Winter 
and Summer shoes. 


Providence Retailers Approve 
Action 


Shoe retailers in Providence were 
practically unanimous in their approval 
of the discontinuance of shoe rationing. 
While a few seemed concerned over the 
non-rationed types on hand, all agreed 
it is the step toward getting back to 
normalcy in the retail trade. 

In spite of fair and moderate 
weather, there was no rush on the part 
of the public to buy. With window pos- 
ters in one or two cases announcing the 
end of shoe rationing, clerks were gen- 
erally no busier than on any similar 
day. Even on Saturday clerks were not 
rushed, and a number of stores found 
the bulk of seats vacant. 

Retail stocks appear adequate at 
present, and dealers generally express 
the opinion that they will hold up well, 
especially in view of the same consumer 
buying attitude. 

Nothing is being done to curb con- 
sumer buying; this seems unnecessary, 
unless buying spurts develop as time 
goes on. Newspaper advertising of 
footwear was small, and there was no 
reference to the end of shoe rationing. 

The opinion among consumers seems 
to be that there is no need to buy now, 
that better shoes will be available later, 
and that current purchases will be of 
wartime quality shoes. 


Houston Welcomes Ration—End 


With a sigh of relief and a feeling 
that “it was the best thing possible un- 
der the wartime emergency,” Houstor 
shoe retailers experienced no stampede 
of sales after the cessation of rationing. 

Said Herbert Levy, of the Fashion 
Shoe Salon, one of the city’s more ex- 
clusive outfitters: 

“While we had no rush after ration- 
ing, we found our clients beginning to 
buy several pairs instead of single pur- 
chases as under the wartime restric- 
tions. However, stock limitations per- 
force are creating rationing of a sort. 
We cannot expect unlimited sales and 
range of offerings until after the first 
of the year.” 

Charles Susman, co-partner of The 
Vogue which operates shoe stores in 
Houston, Corpus Christi, and Galves- 
ton, catering to the “middle-of-road” 
clientele, explained that the lack of any 
particular business rush with the end 
of shoe rationing was a good omen. He 
did not expect much in the way of ade- 
quate shoe supplies and variety until 
after the first of the year. “We will not 
stimulate over-buying, and we are tell- 


ing our employes not to oversell. There . 
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is too much of a scarcity of merchan- 
dlise to make much prediction concern- 
ing the future,” he added. 

Releasing shoes from rationing found 
the majority of Philadelphia shoe stores 
with sadly depleted stocks. Many stores 
closed for several hours to take stock 
inventory and to know exactly where 
they stood. The less expensive shoes— 
around $4.95 and $5.95—found such a 
rush of purchasers and lack of stock to 
meet their wants that some stores 
carrying these lines feared they would 
have to close if additional stock didn’t 
come in. Buyers have not received any 
stock for the past two weeks. 


Fitting Problem in Philadelphia 


Better priced shoe stores experienced 
no great rush of customers; although 
the first few hours did bring many 
more customers, the lack of sizes in 
most cases was discouraging. Every- 
where it seemed that one out of every 
ten customers was able to be fitted. Peo- 
ple were willing to take styles they 
didn’t care for if they could only get 
their sizes. Many customers rushed to 
buy shoes, not because they needed 
them, but because of the rumor that 
prices will go up. 

Most stores are limiting their cus- 
tomers to only one pair of shoes for the 
present. The demand for men’s and 
women’s work shoes was high and diffi- 
cult to meet. 

Most shoe retailers in Detroit accept- 
ed the sudden end of rationing with 
misgivings, but the first few days’ ex- 
perience showed ground for resumption 
of confidence in their ability to carry 
on. Local shoe men had favored and 
officially stated their view to Washing- 
ton that rationing should continue until 
inventories were built up to normal. 

In some cases individually sound buy- 
ing had gradually built inventories up 
to something like a normal relation to 
anticipated sales volume, and there was 
little worry over increased volume of 
sales. Other stores were not so fortu- 
nate, and there was a general report 
that shoes over the $5 line were in 
short supply, with plenty available be- 
low $5. 


Men’s Shoes Scarce in Detroit 


Men’s shoes were in greatest scarcity, 
because of the heavy number of men 
returning from service at this time. 
Women’s shoes appeared to be in ade- 
quate supply here, although children’s 
shoes remain very short. 

Some shoe stores are restricting 
shoes to two pairs to a customer. It 
was felt that excess buying would soon 
end. Signs were evident that this is 
true. The first two days of rationless 
shoes showed sales about 15 per cent 
over anticipated normal for the days, 


according to William H. Adams, presi- 
dent of Fyfe’s; sales then slipped back 
to about normal. Highest sales report- 
ed in any store were 20 per cent above 
normal for the first few days, with vol- 
ume getting down to expected levels by 
the end of the week. 


Sales Up in Miami Stores 


Following a slow start, shoe busi- 
ness in Miami picked up at a nice pace; 
one of the largest shops reported a 50 
per cent increase the first day after the 
removal of rationing, with a substan- 
tial increase the following tow days, 
Shops reported best increase in medium 
price brackets, with heavy buying in 
men’s footwear. 

Multiple sales were infrequent; an 
occasional purchaser bought two pairs 
but very few more than that. 

Retail stocks appear to be adequate 
so far, but one buyer complains that 
no matter what happens to the retail 
trade, he can’t get more stock. 

Two of the better shops have planned 
big promotions of high style resort 
shoes for a little later. Miami women 
know that present stocks do not repre- 
sent the new footwear for which this 


area is famous during the “season,” so‘ 


they are not overbuying now. A whis- 
pering campaign is under way suggest- 
ing they wait a little to see what is 
coming in. That is proving successful 
in controlling trade. 

One buyer’s comment was that now 
people can buy all the shoes they want, 
they find they don’t really want them. 
Another said it looked as though the 
men of the family had relinquished 
their coupons to the women, and now 
were stocking up. 

Excited crowds did not compare with 
those who came in during certain pe- 
riods of rationing. 


Men’s Shoes Sought in Fort Worth 


Despite a marked shortage of men’s 
shoes in Fort Worth at the close of the 
rationing period, no objection has been 
voiced toward the lifting of restrictions. 
Stocks of women’s and children’s shoes 
are adequate, and there is some ten- 
dency for women to favor lower-priced 
erades. Most retailers do not expect re- 
lief from shortages for at least 30 days, 
and some look forward to shortages for 
the next six months. 

The end of rationing produced no 
buying rush except in the case of men’s 
shoes, and there is no tendency toward 
limiting individual purchases except to 
urge men to buy one pair at a time. 
One dealer reported that his low stocks 
made it difficult for him to fit any one 
man in more than one pair anyway. 
Discharged veterans seem to be doing 
the heavy buying, and are in part held 
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® Fortune sales representatives are now in their territories 


showing Fortunes for ‘46—a brilliant new line that will continue 
to set the pace in the $5 to $5.85 price range. Already the un- 
disputed leader in this volume price field, Fortune is stepping 
out in 1946 with a greater-than-ever proposition. If style alone 
could insure success, Fortune would be first—but there’s much 
more than smart styling in Fortune’s new line. There's a col- 
orful national advertising campaign in Collier's, True and The 
American Legion Magazine—advertising that will spread the 
news of Fortune shoes to every section of the nation. There's 


@ complete new set of window displays—handsome, high grade 
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designs that will stop ‘em, bring ‘em in, and sell ‘em Fortunes. 
Everything that’s needed for volume selling—you'll find in the 


new Fortune line. it’s Fortune for ‘46! 


RICHLAND-DAVIDSON SHOE COMPANY + NASHVILLE, TENN. 
A DIVISION OF GENERAL SHOE CORPORATION 


SHOES 


FOR MEN 














INCREASED RECEIPTS OF KANGAROO... 


(Vlean 


BETTER DELIVERIES OF KANGAROO SHOES 
FROM RECOGNIZED SOURCES 


AND MORE SATISFYING 
PROFITABLE SALES 
FOR YOU 


Here, at last, is the news for which you’ve been waiting. Kangaroo 
shipments from far-off Australia are UP and before long Kangaroo 
Shoes will be arriving in your store on schedule. That will mean that 
once again you'll sell more shoes of genuine Kangaroo, the leather*of 
proven customer satisfaction. 


Kangaroo, you know, is 17°% stronger weight for weight than any of 
the leathers used in footwear. It is soft, which makes for extra comfort 





qualities . . . and its tight grained surface, when polished, develops a 
brilliant, highly glossed and long-lasting finish. Ask for shoes of 
Genuine Kangaroo from your regular resources. 


© sun Kangaror 


(4 TANNED IN AMERICA 
sede SURPASS LEATHER COMPANY 


“==7 —_ RICHARD YOUNG COMPANY 
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Experience is a priceless heritage. It is one factor 
that contributes so importantly to the improvement of 


any product and to its QUALITY. This is typical of the 


- 


development of Rajah Soles . . . the accumulative 
know-how, the skill and craftsmanship . . . in short, the 


experience of years, has made them outstanding in their 





field. Today, Rajah Soles . . . style-correct, longer 
wearing, moisture-proof . . . give added sales appeal to 


the shoes you manufacture and sell! 






Kajah SOLES 


NAM 
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Announcing a. ‘$ i S () i 


AUTHENTIC NEW CASUAL STYLES 
FOR ALL LEISURE OCCASIONS 





@ This is an illustration that will appear next spring 
in both The Saturday Evening Post and Esquire—present- 
ing to America the newest style sensation, Jarman 
“Leisuals.” Besides a complete promotion for the new 
“Leisuals,” Jarman’s first peacetime advertising and 
merchandising program will include a sparkling array 
of new ideas that will direct men to Jarman dealers’ 
stores throughout the nation. The “Bonanza Plan” and 
Jarman’s Golden Shoe Horn are two of the feature 
attractions you'll hear plenty about. 

Watch Jarman in 1946! 


JARMAN SHOE CO « DIV. GENERAL SHOE CORP «+ NASHVILLE, TENN 


AT THE SIGN OF THE GOLDEN §S YOU DISCOVER JARMAN’S “FRIENDLINESS OF FIT” 
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BLACK LEADING IN 
ST. LOUIS 


Sr. LOUIS women still are going 
strong for black and the end of shoe 
rationing apparently has not per- 
suaded them to accept color as a sub- 
stitute. If they can’t get black now. 
they'll wait. Black calfskin, how- 
ever, in the last month has edged out 
' suede as the favorite, although the 
latter runs a close second. Black 
patent also is in good demand, espe- 
cially D’Orsays, but dealers report 
they are unable to obtain adequate 
size variety in them. 

Advertising stress continues on 
black despite shortages, with plat- 
forms getting most prominence 
Quality stores are featuring extreme 
dressy, sandalized styles, the type de- 
pending on their stock of sizes. Al- 
most any high style shoe sells well. 
Some space also is being given the 
new extension soles, and many already 
are appearing on the streets. Smart 
walking shoes are getting good play. 

Nailheads are retaining their popu- 
larity but women now want them to 
serve a purpose rather than being 
used purely for ornamentation. 

Next to black, dark browns are 
most popular. Blues are expected to 
go well a little later in the season. A 
few reds and greens are in but have 
not been pushed yet. 

Three-inch heels are selling as fast 
as sizes arrive. Younger women espe- 
cially express eagerness for the glam- 
our of tall slim heels after three years 
of low-altitude restrictions. Twenty- 
one eighths and under, however, still 
predominate on the street. Dealers 
are pushing flats with good results. 

Heavy-type shoes are moving fastest 
among the men, with browns and tans 
the favorites. Retailers plan a pro- 
motional splurge when wing tips are 
available, probably in December, and 
predict they will star the male market 
for several months as a result of their 
wartime elimination. 

ie ee 


FEW MULTIPLE SALES IN NEW 
YORK STORES 
CONSUMER reaction to the end of 
rationing was a pleasant surprise to 
most retailers in New York who had 
expected a sudden surge of shoe 
hungry customers. Sales have been 
above normal—the average increase 
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reported was about 25 per cent, but 
one store gave the figure as high as 
80 per cent. A very few stores ex- 
perienced anything like the stampede 
that had been anticipated by the 
majority. This is partly attributed to 
the fact that consumers have been do- 
ing an increasing amount of shoe buy- 
ing for several months past. 


Stocks are very low, but the gen- 
eral opinion is that, if the buying 
spree gains no more momentum, they 
will be able to hold up under a nor- 
mal strain. The biggest rush immedi- 
ately after the all-clear sign was felt 
by some higher priced stores where 
customers were asking for several 
pairs of shoes at a time and, in a few 
instances, had to be limited to no more 
than two purchases. This, however, 


was an unusual phenomenon, and 


most department stores and moderate 
priced shops reported only a few dual 





Thee rich reds atthe of a ek oat ee marr me 
be et ee ne ee 


i >. _=_——s 


 caciiciicecabeestiiatiee ihesiiaeaeetieniaaeiiaesa 





" —_ ——s _s 





4 


ee ee ed eee rho md good aie Boh Fined 
- ter digeper tine mms entender breton 
j eee re ee ee 


aba ae mee er pe eet He OLS 





q 


} 





— 
—< he 
te ee ee ee eee et 
42RD FTREET G99 BABUEOT AVESET OFEF EVERT EVERING 
°OPEs THERERGT EVERI FOR Se THR HeeEe SORE 
women accounTs mere 











Setter Red, “the rich, reddish shade 

of an Irish Setter", duplicated in 

leather was shown by Weber & Heil- 
broner, New York. 


purchases and only a slight selling in- 
crease. 

Only a very few stores, which were 
particularly pressed, are considering 
the possibility of limited store hours, 
but only if their stocks are drastically 
depleted. The current feeling is that 
there is no need for self-imposed ra- 
tioning. 

The buying upsurge in children’s 
shoes was, in most instances, no big- 
ger than in the women’s. The great- 
est demand in the children’s depart- 
ment is still for patent leather one- 
straps. Since these are available in 
very small quantities at the present 
time. the actual business was in school 
types. One department reported a 
large demand for shearling lined snow 
boots with leather uppers formerly in- 
cluded among the rationed shoes. 

Men’s departments everywhere show- 
ed a decided increase in sales, greater 
than that in women’s. The reason 
given was that men had been giving 
away their coupons to their wives and 
children all during the period of ra- 
tioning—that is to say from February 
7, 1943—and that the time had ar- 
rived when they could replenish. 

** * 


DEMAND FOR BROWN 
REPORTED IN BOSTON 


WomeEN shoppers in Boston gen- 
erally are following the familiar pat- 
tern of recent weeks with one notable 
exception. Black shoes are still much 
in demand, and it seems to make little 
difference whether the leather is kid, 
calf, suede or patent—or a combina- 
tion such as patent and kid or patent 
and suede. 

The deviation from this pattern is 
in brown for which there has arisen a 
demand which was unexpected and 
which many merchants, having used 
up much of their quotas on black, 
have been unable to meet. Town 
Brown is the color asked for most 
frequently in high-style footwear. 

The character of the demand in 
most good stores is also undergoing 
another change. There is a steadily 
increasing call for women’s oxfords 
both in black and in brown—sturdy 
shoes of the type worn for hiking or 
other occasions in which the wearer is 
much on her feet. The so-called “sen- 
sible woman” is again beginning to 
replenish her wardrobe. Blue shoes 

[TURN TO PAGE 78, PLEASE] 





are still asked for, but only in the 
highest grades. The supply is small. 

In patterns, open toes and closed 
heels are the most popular with 
women whose tastes are semi-conserva- 
tive. Less conservative women, usually 
members of the younger set, continue 
to buy sandals and open-back models. 
This same class also is responsible 
for most of the demand for casuals of 
the loafer type. 

Play shoes, formerly in the non- 
rationed category, sell spasmodically. 
Boston’s retail stores have compara- 
tively light stocks of these types and 
hope to sell them during the Winter 





for use as house shoes. Failing in 
that they will be carried over into 
next Spring and will be sold in compe- 
tition with similar styles with leather 
soles 

The bizarre decorative effects intro- 
duced late last Spring have almost 
completely disappeared, and the Fall 
shoes have a refinement of appearance 
indicating more attention to detailing. 
Nailhead decorations, when used at 
all, are much smaller and in better 
taste. Throat decorations on the ever- 
popular pumps now match in color 
the upper of the shoe, even though 
the material used may be fabric in- 
stead of leather. Cross-strap sandals 
are now in monotone whereas many 


previously were two-toned. 
ee F.@ 


SAN FRANCISCO SHOE MEN 
FEAR STRIKE SPREAD 


ALES records in San Francisco 
area shoe stores continue going ahead 
of last year’s records, but many mer- 
chants are beginning to eye the grow- 
ing number of strikes with some 
misgivings. So far they have had no 
noticeable effect on retail business 
here, chiefly because most of the walk- 
outs following the end of the war 
have been in small groups. However, 
with the big machinists’ strike closing 
down shipyards and other industries 
employing large numbers of men, the 
situation is beginning to look more 
threatening to the retail merchants. 
Families of the men now striking have 
been among the most liberal spenders 
during the past few years of high 
wages. Many shoe merchants feel 
that they will be among the first to 
feel the effects of the curtailed in- 
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“The sharpest flats in town," said C. 
H. Baker, San Francisco, of their low 
heeled walking shoes. 





comes of their customers on strike. 

In Vallejo, a city across the Bay, 
Northeast of here, a strike of retail 
sales clerks had business at a stand- 
still in most stores there for about two 
weeks, and finally ended when a wage 
increase was granted. San Francisco 
officials of the union have also been 
asking for wage increases, and some 
adjustments will probably have to be 
made in arranging for a new contract. 

These are some of the factors that 
shoe merchants are keeping in mind as 
they go ahead with their postwar 
plans. Many of them have their re- 
modeling and expansion plans well 
under way, and some new stores will 
be opening within the next thirty to 
sixty days. 

Shoe dealers have been placing the 
sales emphasis on suedes and calf- 
skin models during the past month. 
Frank Werner has been featuring 
novelty numbers in black and brown 
with high sling and bronze studded 
platform, at $16.95 and also black 
suede with pinpoint jet decorations 
at $17.95. 

Roos Brothers’ showing include at- 
tractive nude sandals in patent leather 
at $10.95. The Fall showings at Som- 
mer & Kaufmann include black and 
brown calfskin models with a double 
row of small nailhead decorations at 
$14.95. 

Navy blue models in suede, baby 
calf, twill and lizard held the spot- 
light in Frank More’s Geary Street 
store, with both medium and high 
heels for either casual or afternoon 
dress wear. Livingston Bros. have 
been featuring brown lizard sandals 
and sling pumps. A clever bid for 
the bobby-sox trade was made by C. 
H. Baker in an advertisement featur- 
ing “the sharpest ‘flats’ in town.” 

Department stores generally are 
showing all the standard models in 


popular priced lines, and sales con- 


tinue to set new records. 
* * * 


STOCKS VERY LOW 
IN DENVER 


In Denver the shoe situation is difli- 
cult, with some dealers reporting that 
they have only one-third as much 
stock as they should have, and others 
sadly admitting that they have even 
less than that. “If we just had as 
many shoes as we have customers ask- 
ing for them we would be satisfied— 
very much satisfied,” one of them said. 

Every day is a busy day for one of 
the largest, oldest and most popular 
shoe stores here. Signs that can be 
read from any part of the store read, 
‘Customers Waited on in Turn... 
Please Make Sure Floor Man Has 
Your Seat Number.” Customers are 
often lined up inside the store waiting 
their turn. 

This store features costume jewelry 
in a dazzling array and women’s 
purses in a wide and attractive assort- 
ment of styles and prices. These 
items proved important assets during 
the period of shoe shortage. 

The manager of one of Denver's 
top quality chain shoe stores, when 
asked if people were continuing to 
buy better shoes since the war pros- 
perity has not yet worn off, replied, 





“People are buying anything and 
everything, from our lowest priced 
shoe of $6.00 to our highest at $14.50. 
They would pay as high as $17.50 or 
more for shoes if they had to.” 

Returning servicemen are now the 
biggest buyers of shoes in most Den- 
ver stores. They want anything that 
will fit them as long at it is a civilian 
shoe. 

In spite of the fact that Winter is 
just around the corner, brown and 
white saddle oxfords for men are sell- 
ing very well. As one store manager 
put it, “I could put in a complete 
Summer shoe display this afternoon 
and every shoe would be sold before 


closing time. People just want shoes. 
* * * 


MORE COMFORT FOR 
RETURNING SERVICEMEN 


THE returning GI is looking for 
greater comfort in footwear, hence 
[TURN TO PAGE 80, PLEASE] 
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With the dawn of peace comes the query: “What does 

the future hold?” . . . You know that both shoe manu- 

facturing and retailing are highly competitive in nor- 

mal times, that it won’t be long now before the supply 
of shoes wiil increase right along with other consumer goods such as automo- 
biles, washing machines, irons, etc.—all competing for the dollar. 


So, right now, while you are still flush with wartime profits, is the tine for 
you to consider your future in shoes—to search out sure-fire sources of profit. 
We can put a “horn-of-plenty” in your future if you will adopt the Miller 
orthopedic program, for it is the most un.idulterated foot-help program any- 
where. It is the answer to the millions of problem feet resulting from the 
stress and strain of war conditions. We invite your inquiry now. 


We here at Miller’s have completed our plans for peace-time 
operations. We are settled in our large new factory, ready 
to step up production when more labor and materials are 
available. We are convinced the strain of war activity upon 
women’s feet has greatly increased the future need for 
orthopedic footwear. 


bad 


NEW YORK OFFICE CHICAGO, ILL. ALSO 
656 Marbridge Bldg. 1208 Republic Bldg. West Coast Rep. 


THE MILLER SHOE COMPANY 4015 C HERRY STREET CINCINNATI 23, OHIO 
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LOHOH ote Meell Trade 


ihe trend for broader toes in shoes 
for this group. Jersey City is making 
it a business to cater to this trade. 
The Haas store, which carries higher 
price shoes, is featuring four new 
styles, made up especially for service- 
men. These styles have heavy soles 
and balloon toes. Also selling well 
here is a conservative cushioned shoe 
which is a staple item, and another 
with a special flex feature in the sole. 
Haas is one of the oldest independent 
stores in the city and depends entirely 
on home trade. 

Flagg’s is featuring brown leather 
soled wing tips. Florsheim have in- 
creased their line of accessories to tie 
in with shoes, such as leather goods, 
suspenders, belts and wallets. Also 
they have added more military shoes. 
The manager here predicted that the 


trend for the roomier shoes is only 
temporary and that men will even- 
tually go back to narrow toes. 

In the women’s line Danny Mack’s, 
which opened last December, is plan- 
ning expansion, selling only ladies’ 
novelty shoes. Shank’s Mares are the 
number 1 seller at the Treadeasy 
store, but they are sold out to their 
last pair. This store has discontinued 
its policy of sending postcards to_cus- 
tomers to notify them when certain 
styles, which they requested, are 
available. This action was taken be- 
cause customers, having to wait too 
long because of slow deliveries, make 
their purchases whenever they are able 
to find what they want elsewhere. 

* . * 


STOCKS SHORT IN 
CHICAGO STORES 


HE public continues on its merry 
spending spree in the shoe depart- 
ments of Chicago. Even though ra- 
tioning has been lifted, a kind of 
rationing caused by the condition of 
stocks is still in effect. There simply 
are not enough shoes to meet the de- 
mand, and, of course, the result is 
that many, eager and willing to buy 
at almost any price, are today limited 
in their purchases by inability to find 
a shoe that fits either their feet or the 
purpose for which they want the foot- 
wear. 

What variety is available is largely 
to be found in brown shoes. Black 


A 
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continues to be very scarce and there- 
fore the consumer is obliged to “com- 
promise.” Town Browns are every- 
where in demand particularly in 
suede, the much-wanted leather of 
which retailers have all too little. 

Mandel’s recently ran a number of 
ads on high-fashion merchandise— 
{requently suede with nailhead trim- 
mings, reptiles with matching hand- 
bags. These have succeeded in focus- 
ing the public’s attention upon this 
shoe salon as a place for smart novel- 
ties. Coming at a time when women 
are seeking styles distinctive from the 
conservative types they have worn for 
so long, the store is profiting hand- 
somely from a fashion-conscious clien- 
tele. 

Platforms are still on the best-seller 
list, though retailers report that many 
ask for leather-covered platforms. 

What tapering off there has been in 
the shoe business within recent weeks, 
is considered as reflecting the limita- 
tions of stock available rather than 
any slackening in interest. Retailers 
believe that women are still eager to 
buy shoes, attested by the fact that 
shoe departments are constantly busy 


spots. 
7 * * 
SALES BRISK IN 
TWIN CITY SHOPS 


St. Paul 


SALEs of shoes continue high with 
hoth special shoe stores and sections 
in department stores in St. Paul re- 
porting that interest in footwear shows 
no slackening with the terminating of 
many war jobs. 

Schuneman’s has been showing ex- 








"Walking?" asked Joseph Salon 

Shoes, Chicago, and showed four 

styles adapted for this purpose on a 
v of heel heights. 


clusive shoes, sold only in their de- . 


partment in the city, and has reported 
excellent sales on them. Among these 
are gray ring lizards in sling strap 
models, sling pumps and sandals. An- 
other striking shoe finding favor is 
the open toe sling pump in soft 
black leather on very high heels. A 
black gabardine platform pump with 
touches of shiny black patent, was 
also popular. Alligator still is selling 
well. This store has been showing 
three favored models. One, in a sling 
pump, with medium heel; another, in 
the same style with high heel; a third 
with open toe, sandal style, all in alli- 
gator. 

Smart play shoes continue to sell 
well here in a new special play shoe 
shop. A favorite is a soft grey which 
is recommended to harmonize with 
Fall and solid colors. Smart hand 
sewn moccasins and brown and white 
saddles have been good. 

Maurice L. Rothschild finds that 
patchwork alligator with gabardine 
has caught the fancy of the youthful 
customer. This casual style has gay 
checker match-and-contrast of blue, 
brown, red alligator patches on match- 
ing gabardine. 

A bracelet strap sandal for dressy 
wear is moving well, made up in black 
baby calfskin. A classic pump in 
calfskin to wear with suits also sells 
well. 

Husch Bros. have been selling a 





genuine Calcutta lizard in both spec- 
tator or classic sling pumps in browns 
or black. This store is also featuring 
a very low heeled, sling pump in black 
suede. 

Newman’s featured a broad band 
sandal with halter strap in soft black 
or brown suede and high heel. 

The Golden Rule department store 
shoe section featured shoes to mini- 
mize the length of the foot. One espe- 
cially popular model for sportswear 
had a new oval toe. Another for dress 
was made up in soot black suede, 
with a medium height heel. A group 
of shoes for both work and play, with 
lower heel but with a dressy look, 
sold for $12.95. One of these was a 
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Bt 
NO WONDER YOUR FEET 
HURT! SEE HOW THESE 
PEDO-GRAPH PRINTS OF 
THEM TELL THEIR OWN 
STORY OF YOUR FOOT 
ARCH WEAKNESS! 











ARE YOU AWARE OF THIS? Hundreds of enterprising 
shoe merchants are skillfully making use of one of the 
greatest good-will builders and sources of rich addi- 
tional profits at their command—by equipping them- 
selves to render the complete Dr. Scholl’s Foot Comfort* 
Service. 


They realize that 7 out of every 10 persons they fit with 
shoes have foot trouble in some form. Being able to 
supply this widespread need for foot relief pays them 
handsome extra profits...makes for better pleased 
customers. ' 


GET YOUR SHARE! Make your store Headquarters for 
Dr. Scholl’s—the only complete, scientific, nationally ad- 
vertised service of its kind in the world . . . the service 


that stands for the dest to all America! Fit yourself to 
cultivate this big, responsive market for foot relief the 
way we equip you professionally to get in on it 


SHOE FITTING ABILITY PLUS SKILL IN 
FOOT RELIEF THE MODERN COMBINATION FOR 
A MORE. PROFITABLE BUSINESS! 








in large volume and handle it with consummate skill. 


JUST DO THIS: Mail the coupon which brings you the 
details of how you, or one of your shoe fitters, can 
quickly be qualified for it through our simple Home 
Study Course. Also, how our Promotional Department, 
with its sure-fire sales plans and numerous valuable 
sales helps, work to put you on top in your city as 
Headquarters for Dr. Scholl’s Foot Comfort Service. 
Mailing this coupon may well turn out to be one of the 


wisest moves you ever made. Do it NOW! 
* Trade Mark Reg. U.S. Pot. Of 


213 W. Schiller St, Chicago. 
THE SCHOLL MBG. CO. Inc. 62 w, 1 4th St., New York City. 
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| 
Please send me details of your Educational-Sales Promotion Plan on ; 
Dr. Scholl's Foot Comfort Service; also new catalog. i 
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A RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mateapiclariing ot Markels 


St. Louis 


ONE of the uncertainties shoe manufacturers face in long 
term production planning is the question of how many of 
the innumerable new retail stores now projected actually 
will come into existence—and how many will survive. 

For manufacturers report that never before have -so many 
enterprisers been eager to enter the shoe retailing business, 
and rarely have there been so few immediate grounds for 
encouragement. The most optimistic date for refilling exist- 
ing shelves is the Fall of 1946, and most producers foresee 
no new commitments before 1947 or even 1948. Costs of 
establishing new firms are equally uncertain. 

Prospective retailers, aside from shoes, have no assurance 
when building materials will be available or when vacancies 
will be more plentiful. In this area stories are common of 
contractors demanding high prices plus substantial under- 
the-counter bonuses for use of the limited building mate- 
rials they have on hand. And few business forecasters be- 
lieve many vacancies will occur until overproduction and 
declining prices begin to glut the consumer market. 

Inescapably a new shoe store is going to require more 
capital than formerly, it is said, to meet stiff competition 
in design, equipment, display and promotion. Only in in- 
ventory may investment stay somewhere near prewar fig- 
ures, and this is true only if it can be assumed the war 
taught retailers that they can operate with less capital by 
stocking fewer styles and better sizes. But there is an ex- 
cellent chance, of course, that years of scarcity will send 
many into an orgy of over-buying, with the usual ultimate 
result. Manufacturers fear that as these slip into the loss 
column, the old system of returned “unsatisfactory” mer- 
chandise will come back to torpedo their profit margins. 

Another cost-raising element to the newcomer will be the 
extensive remodeling and rehabilitation planned by virtual- 
ly all major stores in this district. In the blueprint stage 
are better fronts, modernized furnishings, more functional 
equipment, brighter appearance to create buyer desire. The 
new retailer, to make a public impression, must meet or top 
this eye appeal. ; 

Increased emphasis is to be placed on juvenile shoes. 
Many progressive merchandisers plan establishment of new 

children’s departments or even separate juvenile stores, 
with all the special equipment and design they entail. There 
is a wide feeling that the profit possibilities of children’s 
shoes, with their more standardized styles, have been over- 
looked or not fully exploited. Some plan extensive cam- 
paigns to wean the youngsters away from tennis shoes and 
other popular makeshifts. 

Manufacturers foresee, too, such a necessity for the re- 
tailer to associate himself with a brand .name that those 
unable to obtain a nationally advertised product will have 
difficulty surviving after the period of lush postwar sales 
has passed. Rationing brought on an unprecedented de- 
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mand for quality and the public, rightly or wrongly, as- 
sociates quality with advertising. The alert merchant will 
push these tieups to the utmost to preserve that wartime 
demand for quality. Meanwhile manufacturers are mak- 
ing a closer study of retail problems than ever before in an 
effort to help their distributors to success. 

Against the apparent gloominess of producers for the neo- 
phyte retailer, however, they offer this encouragement: 
Scores of established dealers who because of easy sales 
have become indifferent to their stores’ treatment of haras- 
sed customers, deservedly have iost prestige to a disastrous 
extent. Such indifference usually means poor management 
which cannot hope to survive when competition is strong. 
Many of these will go under swiftly, manufacturers believe, 
perhaps within two or three years, leaving a wide gap open 
to enterprising newcomers. The end result will be elimina- 
tion of the inefficient and the elevation of footwear and the 
footwear industry to the high level of importance it deserves 
in the public eye. 


Boston 


Amonc manufacturers and wholesalers in the New En- 
gland market there were mixed reactions to the end of 
rationing and there was disagreement as to whether it 
would be beneficial in view of the still-persisting shortage 
of materials and labor and the uncertainty as to whether 
OPA plans to follow up this decree with another, permit- 
ting price increases in hardship cases. 

On the side of those approving the end of rationing was 
the New England Shoe and Leather Association, whose 
executive vice-president, Maxwell Field, said that “the 
removal of this major government regulation will permit 
our industry to proceed more rapidly in producing greater 
quantities of footwear to supply the nation’s needs. Shoe 
supplies should prove ample to meet consumer’ demand.” 
The association had previously opposed the proposed Oc- 
tober 1 date for the end of rationing because September 
production was low, and had suggested, instead, Sunday, 
October 28. 

On the other side of the picture are wholesalers in the 
Boston area whose books are heavy with back orders which 
they cannot fill for several weeks. A number of these dis- 
tributors reported that, on October 31, they had received a 
deluge of wired orders from many parts of New England. 
The demand was principally for work shoes of the type 
worn both by farmers and factory employes—the inference 
Leing that work shoes in the public’s wardrobe need re- 
placing immediately. These orders, they say, cannot be 
filled for about four months. “The end of rationing,” one 
of them argued, “just makes things worse, since every one 
of our retail accounts now expects shoes in abundance and 
almost over-night.” 
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Though production of both leather and shoes was low in 
September, orders placed in both industries took a decided 
jump, reaching a point close to the peak established last 
May. September bookings were 24 per cent larger than 
those in August and two per cent higher than in September, 
1944. 

Tanners report that, while a record kill of cattle could 
normally be expected, workers on ranches and in packing 
houses are about 75 per cent of what they should be in 
order to take full advantage of the opportunity. 


New York 


THE initial reaction of most New York manufacturers to 
the end of rationing is one of reluctant acceptance. Right 
along they have been deploring the War Production Board's 
plans for terminating limited shoe sales, but now that it is 
an actual fact, manufacturers are just shrugging their 
shoulders and gracefully making the best of it, despite their 
opinion that the situation may become even worse because 
the demand for shoes, which even now is way above produc- 
tion in certain grades, may increase now that stores are 
selling sans coupons. 

Leather for uppers is still difficult to get, black suede 
being the most scarce and greatest in demand. The labor 
situation, too, is still as tight as it has been for the past few 
years, with only a very few veteran returnees to the in- 
dustry. 

The market, however, has been busier than ever the past 
two weeks with buyers streaming into New York for the 
Spring showings. New styles aren’t as plentiful as might 
have .been hoped with the lifting of restrictions, because 
manufacturers are still struggling with short labor and 
short supplies, and haven’t the production capacity to insti- 
tute new lines. But several unique attempts have been 
made, and these, echoing as they do the new creative free- 
dom, indicate that a fabulous era in shoe styles is imminent. 

Even the old, basic patterns have taken on the aura of 
newness by imaginative treatments like the addition of 
large ornaments, color contrasts, and combinations of 
reptiles and suede or patent leather. A trend toward the 
more “open” look is noticeable in cut-out vamps, increased 
use of perforations, and “wide-open” sandals. 

Some manufacturers are looking into the future toward 
@ vast expansion period, and are accordingly making plans 
to increase their production substantially when the material 
end labor situations are eased. A few of the high-style 
manufacturers are, in fact, already planning to enlarge 
their factory space and are on the look-out for new lofts. 


Chicago 


Wirn the lifting of rationing, shoe manufacturers find 
themselves confronted with greater pressure from retailers 
than ever, at a time when production schedules are already 
hay-wire because of the labor situation. Some think that 
the whole industry is sitting on a powder keg fearing their 
workers await the signal from some labor boss to send them 
out on strike. 

That strikes are a practical certainty most agree since 
they know their wage scale is one of the lowest in the 
country. Critics of government control maintain that war- 
time regulations were largely responsible for this present 
low rate and its subsequent results, a rate so unsatisfactory 
that they are today hog-tied in getting adequate hands for 
the shoe bench. With labor in a defiant mood, pushing 
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hard in all industries for increases in pay, shoe men are 
more than willing to come to a showdown, to get their labor 
picture stabilized and get down to the business of making 
shoes. 

There is no reason in the world, some say, why shoe 
bands should not be granted increases. Certainly they are 
entitled to a living wage. BUT the inevitable result is that 
shoes must sell at higher prices. When wages are increased 
to a rate satisfactory to both labor and management, it is 
obvious that the selling price must be increased too. All 
the increase need not be passed on to the consumer. The 
manufacturer can absorb part of these higher costs, the 
retailer some and the consumer a part. But it is in the 
cards that shoe prices must go up for costs will rise from 
15 per cent to 30 per cent, it is thought. There is no need 
to anticipate nor fear inflationary prices. The increase 
may only be as little as 15¢ per pair, rising to as much as 
50¢ per pair in the higher brackets. 

In the style picture manufacturers find an increasing de- 
mand for platforms on both high and low heels. They 
anticipate that the sling back with all its many interpreta- 
tions will again line up as No. 1 choice with women for 
Spring. With the present capacity of patent, they wonder 
whether or not this situation will ease in time to present a 
iully-rounded picture of patent shoes for Spring. Blues are, 
of course, the inevitable choice of American women for the 
coming season. And once. again red is being talked of as 
the one important bright color. Some feel that the popu- 
larity of gilt trimmings will have spent itself by the time 
Winter is gone. Reptiles are still top choice in the higher 
brackets, though there are conservative heads who believe 
that retailers might do well not to stock too heavily on 
high-priced goods. These men theorize that if, as some 
economists claim, there will be considerable unemployment 
within six months, luxury goods will be the first to reflect 
the decreased purchasing power of the public. 


Rochester 


CoNTRASTING sharply to the turmoil with which shoe 
rationing began in the Rochester area, with mad scrambles 
to get “under the wire” with extra pairs of shoes, its ending 
was uneventful. 

It could not make a great fidierence now; the shoes were 
not there to be had in quantity, either in the factories where 
they are made, or in the stores of retailers, whose stocks 
were at new lows for the season as word came from Wash- 
ington that no more stamps would be required. 

There were fears that those who had used up all of their 
stamps weeks ago would make buying raids on depleted 
stocks in stores as soon as rationing was over, but nothing 
approaching proportions of a rush of buying came the day 
after it ended. 

Plenty of prospective buyers were on hand, of course, 
just as on other recent days—and many were disappointed. 

Because, although promises were being made all along 
the line, and were more definite as to the future, it has 
been harder to get shoes from factories, and on the coun- 
ters of stores, than at any time since shortages crept into 
the business under the stress of war years. 

To illustrate: Traveling salesmen fer one shoe manufac- 
turer were able to tell customers that 24 different sizes are 
now in stock awaiting orders that can be filled from this 
list. Another shoe manufacturer was letting good custom- 
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E’RE “SAWIN’ WOOD”... 


Having completed most of our military contracts, we're 
on the job, cutting through the back-log of civilian orders, 
that piled up during the war years. Our job of reconverting 
is on full speed, to produce again for civilian shoe manu- 
facturers all our beautiful leathers — more luxurious, more 
lovely than ever. 


AMERICAN HIDE ano LEATHER COMPANY Ps 


K oston 


November 15, 1945 os 








a  - 


End of Shoe Rationing Taken in Stride 


responsible for shortages. A few re- 
tailers note that lifting of rationing has 
caused consumers to be less in a hurry 
about buying than before. 

As to women’s shoes, the higher 
grades continue to hold their own, but 
a gradual trend toward lower grades 
is anticipated. 

In general, even in men’s shoes, no 
buying rushes are indicated, but the end 
of rationing did bring about moderate 
sales increases. There is no evidence of 
a necessity of shortening store hours. 


Men’s Business Doubles in Seattle 


Seattle’s shoe men were extremely 
happy when shoe rationing came to an 
end, even though it found stocks very 
low. Although its coming was most 
orderly, many shoe buyers had antici- 
pated in a rush similar to that when 
stamp No. 17 expired. 

Elmer Nordstrom stated that the 
largest business was done in men’s 
shoes, which showed an increase of 100 
per cent over the previous weeks’ de- 
mand. This was due, it was believed, to 
the fact that men had been giving their 
stamps to their children. 

Men’s shoes are more plentiful and 
will be greatly increased by January. 
The picture for women’s shoes is not so 
encouraging, and the increase will be 
very slight during the next six months. 
There are not enough shoes to take care 
of demand, but Nordstrom’s are not 
planning any curtailment or rationing 
whatever. If shoes were to be restricted 
in any way, they believe it would do 
more harm than good. 

The release of many servicemen in 
this section of the country has not 
helped to ease the shoe situation. Three 
out of every four pairs of shoes go to 
veterans. 


New Orleans Stores Avert 
; Buying Rush 

Advertised advice to consumers “not 
to rush,” run by many of the larger 
New Orleans shoe stores, resulted in re- 
ducing to little more than a trickle an 
expected buying splurge following the 
end of shoe rationing. 

Thanks to institutional, policy adver- 
tisements such as a three-column ad 
run by Imperial Shoe Store advising 
readers that “Shoe rationing is over— 
BUT,” stocks in the majority of shoe 
stores and shoe departments held up. 
This advertising, together with verbal 
advice given by salesmen to customers 
bent on buying in quantity, permitted 
existing stocks to tide-over the incipient 
Tush. 

Stocks of moderate-priced footwear 
at most stores were described by buy- 
ers as “adequate”—provided the public 
buying remains under control. Higher- 
priced shoe stocks, however, are low, as 
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they have been for some time past in 
the New. Orleans stores. 


Business as Usual in 
Oklahoma City 


Oklahoma City shoe dealers reported 
business as usual the day after ration- 
ing was lifted. 

“As a matter of fact,” said the man- 
ager of one department store, “the rush 
has been on for a month or longer. 
Everyone knew rationing was going off 
soon and wanted to spend the last shoe 
stamps before they expired.” 

Children’s shoes presented the worst 
difficulty, but most dealers said ration- 
ing had nothing to do with that. “We 
simply haven’t had the stock, or not the 
good stock, to sell,” they said. 

In women’s shoes, the established 
trend of the past year to buy high style 
and novelty shoes continued. “That’s 
the thing that amazed most of us about 
the shoe rationing program,” one dealer 
in higher priced shoes said. “We 
thought with the number of pairs a 
year limited by rationing most women 
would go in for more sensible shoes. 
It’s had just the opposite effect, with 
sales of colored shoes, sandals and high- 
style models in general going better 
than ever.” 


Little Sales Increase in Toledo 


In Toledo, shoe retailers were not 
surprised when rationing was ended, 
but would have preferred to see coupons 
required until after the holiday season. 
Fears of a buying rush were unfounded, 
and sales did not increase much in the 
first-days after rationing ended. This 
was partly because customers had suf- 
ficient shoes for their current needs, 
and partly because stocks were low as 
to wanted size, style, or color. 

Several retailers were glad to be 
freed from the burden of record-keep- 
ing, while almost all felt that rationing 
could have continued until after the new 
year. Their fears of a mad buying 
spree were unfulfilled. One manager 
reported a 15 per cent increase in cus- 
tomers for the first afternoon following 
the lifting of restrictions, while several 
others—particularly in the low-priced 
field—reported no rush at all. 

Stocks were low in all stores, with 
department stores reporting about one- 
third of normal stocks on their shelves. 
The stores selling moderate-priced and 
low-priced shoes had stocks about 50 
per cent of normal, but hoped to bring 
this figure up if possible. Retailers re- 
ported a noticeable demand for colored 
shoes the moment coupons were not re- 
quired, reflecting a hunger on the part 
of women for more variety in footwear. 

Retailers were not worried about fu- 
ture deliveries, and were also philosoph- 
ical about their non-rationed stocks on 















hand. One low-priced store man 
expected to take a heavy loss on 
types, but did not worry about be; 
stuck with them. In a store where 
ter quality non-rationed shoes 
featured, the manager pointed out thy 
these would continue to fill a need, 
the styles were satisfactory. 

Besides the increased demand { 
ladies’ colored shoes, numerous calls f 
evening shoes in moderate-priced sto 
were also noted. 


No Buying Spree in Akron 

End of rationing in Akron was 
as bad as expected, mainly because cu 
tomers seemed to be aware that ther 
was a shortage of good sizes and style, 
Only the extremely large or small sizal 
were available in any quantity, buyen 
reported. 

“Regardless of OPA prices, there 
bound to be a shoe shortage for the next 
five or six months,” one Akron dealer 
said. Managers of women’s and chil 
dren’s shoe departments said there wa 
less stock than ever before, ranging 
from 30 to 50 per cent of normal times 

All retailers expressed the hope that 
customers would use common sense t 
insure a fair distribution of the sup 
plies on hand. Typical of the new reac. 
tion of customers is that of one mother 
in the children’s shoe department, who 
said she “guessed” she would wait “un- 
til the good shoes come out.” 

Non-rationed shoe stocks in the lovw- 
priced stores have been reduced sharply 
during the past weeks, but those still 
‘emaining will be cleared out without 
too much loss, managers said. In the 
meanwhile, retailers are hoping that 
their orders will be filled promptly so 
that holiday sales will keep pace with 
customers’ demands. 





Sales Flurries in Youngstown 


Only slight flurries of customers were 
noted the day that rationing was re 
moved, according to Youngstown shoe 
merchants, who expressed relief, since 
stock on retail shelves is from 40 to 60 
per cent below normal. The supply of 
women’s shoes is particularly low. One 
shoe store has begun a system of self- 
rationing. The store will close each 
day after a certain number of pairs 
of shoes have been sold. 

“There just aren’t any shoes,” de 
clared Bertraum Lustig of Lustig’s. 
Another dealer predicted it would be 
from 12 to 18 months before a cus- 
tomer will be able to walk into a store 
with reasonable certainty of getting his 
choice in size, color, and style. 

The much-feared buying spree when 
rationing was lifted did not materialize, 
leaving retailers thankful and relieved. 
“We would have been completely clean- 
ed out in a few days if the rush really 

[TURN TO PAGE 88, PLEASE] 
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) MARION SHOE DIVISION + DALY BROTHERS SHOE CO. INC., 309 WEST SECOND ST., MARION, IND. 
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Oprortunrry? You bet! 
Because we’ve been making an investment in YOUR 
future that can’t be ignored! We’ve made it our business 
throughout the wartime years to assure consumer 
satisfaction for every one of AIR-O-MAGIC’s customers 
... to retain each and every one of the 88 comfort- 
construction features vital to the Footwear Men Favor. 
High-geared national advertising tells men all over 

the country about the supreme comfort of our air- 
cushioned walking . . . our patented, hand-moulded 
innersoles that refuse to curl or crack. Returning service 
men will be satisfied with nothing less! Naturally, 

the demand for AIR-O-MAGIC foot-ease is tremendous 
right now. But we are preparing to satisfy it . . . to 

make our investment pay off for YOU, the present 


or future AIR-O-MAGIC dealer! 


Most Styles 
retail from 
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End of Shoe Rationing 
Taken in Stride 


[CONTINUED FROM PAGE 86] 


began,” one manager said. Shortages 
were most noticeable in children’s and 
women’s styles, although there are still 
plenty of non-rationed styles available 
for women. 

Retailers said that most women were 
waiting for promised new styles to come 
in, or for colored shoes. 


Indianapolis Department Empty 

Shoe departments in Indianapolis 
have rarely looked as barren as they 
did after rationing was lifted. In one 
popular department half a dozen sales- 
women were idle, and no one was go- 
ing unserved. Anticipating a tor- 
rential downpour of stampless shoe 
seekers, section managers explained 
they were prepared for anything—ex- 


| cept what was happening. 


Ropes closed off all but a narrow cor- 
ridor to some shoe departments and 
clerks guarded the entrance with a pen- 


| cil and sheet of paper to write down 
| your “number” designating your turn 


to be served. But it was unnecessary. 
In every store we visited, a clerk 
popped up quickly to murmur a solici- 
tous “Can I help you?” 

Explanations for the lack of busi- 
ness were varied. Some expected the 
rush would begin later in the day, but 


| a smartly dressed woman who observed, 


“T wouldn’t think of buying shoes to- 


| day and probably won’t for several 


weeks,” sounded the keynote of cus- 


| tomer-thinking. 


Things in the children’s departments 
looked even stranger. A bright red 
rope barred an expected crowd from all 
but one entrance to “Tot’s Shoes,” and 
there in the midst of seven saleswomen 
sat a sole curly-headed blonde customer, 
slipping on high white shoes to her 


| heart’s content. 


Men, who pride themselves on never 


| getting into the rushes and crowds 


women have made famous, lived up to 
their reputation. Only a few service- 
men were reported to be seeking new 
footwear in downtown stores. 


No Heightened Demand in 
Milwaukee 


With the end of shoe rationing, in 
most of the retail shoe stores in Mil- 
waukee there was no decided buying 
rush. Sales were good, but not much 
above the buying registered during re- 
cent months. 

End of rationing left the general run 
of retailers with their shoe stocks pretty 
well depleted. 

A limited number of retail stores 
featuring high priced shoes reported 
that the regular run of customers had 
been buying, but that their sales vol- 
ume was increased. Some customers 
who formerly had used a single ration 
stamp with the end of shoe rationing 

[TURN TO PAGE 92, PLEASE] 
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FOR JANUARY 
DELIVERY 


Kleinert’s newest *Bedtimer is a Bigtimer a 

for sales! Style-conscious customers +n 

will go for this snugly-lined “MOCCASIN” SCUFF .. . aa 
because the high-arched, short-vamp look is making ,, 
fashion headlines. Quality-conscious customers will appre- 

ciate the new last—tested for fit—and the same 
superb workmanship that goes into every 
Kleinert scuff. - 

Nationally advertised, Bedtimers mean quick 
turnover and high profit for progressive 
shoe departments. 


Moccasin Scuff Style #1381 


In cotton-chenille, flannelette lined, with open-back 
and split leather soles. 


Medium Width — Sizes 4-9 “AA” Width— Sizes 5-9 


Priced at $1.80 per pair to retail for $3 
January Delivery 


é 


ae 


~ 


e@eeese°® 
Standard Case Assortment 


1. B. Kleinert Rubber Co., 485 Fifth Ave., N. Y. 17, N. Y. 
Please send me the following cases of MoccaSin Scuffs #1331: 


*T. M. Reg. U. S. Pat. Off. 
485 FIFTH AVENUE NEW YORK CITY 


Buyer's Sigmatw®e..............----.-.0.---.-e--ecereeeseescesnecnsesnecneessennescvecece = 
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A FLIRTATION SHOE BY 


Henry B. Rosenthal Co., Ine. 





COMPO MAKES THE 
MACHINERY 
THAT MAKES THE 
BETTER SHOES 


COMPO SHOE MACHINERY CORPORATION 
B. é M Ba. 
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End of Shoe Rationing 
Taken in Stride 


[CONTINUED FROM PAGE 88] 


were buying from one to four pairs of 
shoes. 

Shoe stocks were reported as low. In 
an exclusive men’s retail shop, the man- 
agement advised that only 10 per cent 
of their constant stock backlog was in 
the store at this time. 


Portland Merchants Unhappy 


While the lifting of shoe rationing 
brought a cheer from the majority of 


92 


pedestrians, representative Portland, 
Ore:, shoe store heads painted a picture 
of gloom. 

No rush was experienced because 
“when people know they can get shoes, 
anytime without a ration stamp, they 
take their time,” it was pointed out by 
shoe store managers. If there had been 
a rush, most stores could not have 
coped with it. 

“As far as quantity is concerned,” 
advised one manager, “we are in the 
worst position we have been since the 
beginning of the war. If there were a 
rush and we were able to take care 
of it, it would be wonderful. We'd like 





to do some real business, but we just 
don’t hawe tke shoes.” 

There are more men’s shoes than 
there are women’s and children’s be 
cause during rationing the women used 
their husband’s stamps and because of 
production of more men’s shoes due to 
lessening of military needs. 





Shoe Store Chosen 
For Navy Display 

MANHATTAN, KANS.—During the re. 
cent Navy Week, Stevenson’s shoe and 
clothing store, here, was chosen for the 
display of the Navy’s fighting ships and 
planes, exact replicas of the “Fleet 
That Won,” the same type used by the 
Navy in instruction courses. The models 
were arranged in the windows to pro. 
vide the public with a view of Amer. 
ica’s fleet as it was seen by frontline 
men—and the beaten enemy. 

The replicas were placed there as a 
feature of Navy Week and in behalf 
of the Victory Loan campaign. They 
were lent by the Navy for the final 
drive for established peace represented 
in the Victory Loan drive. 

Included in the showing were battle. 
ships of the Iowa class—the New Mex- 
ico, South Dakota, North Carolina and 
Tennessee; large cruisers of the Alaska 
class; aircraft carriers of the Essex 
and Casablanca class; cruisers of the 
Louisville, Baltimore and Cleveland 
class; destroyers of the Sumner, Rud- 
derow and Buckley class; destroyer 
escorts and patrol frigates of the Ta- 
coma class. 

Also included in the display were 
airplane models of the following: the 
Hell Cat F6F, the Corsair, the TBF 
Avenger, the Hell Diver, the PV2 Har- 
poon, patrol bomber. 

Huge crowds witnessed the display, 
reports said. 





Constructing New Factory 


WIcHITA FALLS, TEXAS—Westex Boot 
and Shoe Company, Inc., makers of cow- 
boy boots, have begun construction of 
a new factory building here as part 
of an expansion program. 

T. B. Wilkes, vice-president and gen- 
eral manager, said that new machinery 
had been purchased, capital stock 
doubled, and that with the added 
plant facilities, daily output of boots 
will be increased by more than 100 
pairs. The company started in 1939 
with five employees. 





Postwar Shoe Store 
[CONTINUED FROM PAGE 70] 

In the opposite wall has been set 4 
large shadow box with a photomontage 
background illustrating shoemaking 
processes. In the center of the floor is 
a Colonial refectory-type table of knot- 
ty pine on which shoes are displayed. 
Flooring is of cork tile in dark brown. 
Business has been excellent since the 
store was occupied, and the proprietors 
are looking forward to a prosperous 
future. 
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Retail Trade Review 


[CONTINUED FROM PAGE 80] 


black patent sandal, with perforated 
vamp, open toe and heel; another was 
a black suede sling pump. 


* - * 
Minneapolis 
J OHN W. THOMAS & CO. featured 


studded platforms combined with nar- 
row towering heels to give a dramatic 
effect to formal footwear. These were 
black tissue suede slings with rainbow 
metallic trimming. Alligator pumps 
in brown made with open heel and 
notched-edge toe trimmings found 
favor. 

Stendal showed a hand made, hand 
sewn and hand lasted shoe in blue 
calf and in red suede. A contrast was 
shown in a ghillie, with platform in 
red and grey calf. 

Maurice L. Rothschild featured 
comfort in black gabardines, pre- 
sented to make the foot appear slim. 
A dressy note was added in a bow 
trim 

Packard’s showed an alligator calf 
pump with closed toe and open heel. 
Gabardines were also featured at this 
store in black or brown. 
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You want to sell more than a pair of 
shoes . . . you want to sell customers 
who will hep buying shoes from you— 
mothers who will return again and 
— Play - Poise Shoes with Magic 

rcle Fit are built co help you sell 


healthy carte. feet. 


The Virginia. 


bes rt VIRGINIA 


FUTURE FRANCHISES ONLY 
AVAILABLE IN CERTAIN CITIFS 
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SHOE BY 


Karrett Shoe Co. 


COMPO MAKES THE 
MACHINERY 
THAT MAKES THE 
BETTER SHOES 


COMPO SHOE MACHINERY CORPORATION 
Boston, M. 
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Burt’s featured a_ black 
d’Orsay with bow for decoration on 
an extremely high heel. Other suedes 
in sandals and in classic pumps were 
also shown. 

Baker’s was featuring shoes and 
bags to match. A black suede pump, 
with medium heel, with a pouch bag 
of the same material was a good num- 
ber. Black lizard calf pumps with 
high heels, open toe and broad bands 
were good. Black calfskin pumps 










with cross-band vamps sold _ well. 
Black suede sling pumps with plat- 
forms and square punch decorations 
were also matched to suede bags. 

Napier presented matching shoes 
and bags in alligator lizard in black 
or brown. These came also in red 
lizard. A black calfskin bench-made 
pump with a three-inch heel was fea- 
tured for the discriminating. Another 
black calfskin sling pump was shown 
for street wear. 













Straight tip style featuring Mello- 
Stride. Army russet calf uppers; balf 
double leather sole, balf rubber heel. 


Retailing at 
$6.50 to $9.85 


. . also the Robertson 
Shoe, $5.50 to $6.50 





Corded tip model with Cushion-Step. 
Army russet calf uppers; Weatherwear, 
single leather sole; balf rubber beel. 


a 


box toe; boldly detailed straight 
tip. Leather Weatherwear 
single sole, balf rubber beel. 


a as 
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Aue that has always meant foot- 
wear at its best...a mame today 
signifying a great new men’s shoe line 
by Friedman-Shelby . . . and backed by 
consistent, powerful advertising in lead- 
ing magazines. 

From March through December, 1946 
eighteen ads, completely different from 
ordinary men’s shoe advertising, will 
circulate nearly 45 million John C. 
Roberts sales messages. Unquestion- 
ably, one of the most outstanding na- 
tional advertising campaigns ever 
designed for any line. 

And, the John C. Roberts shoe is 
worthy inevery way. Itembodies skilled 






A Great New Shoe...with a Grand Old Name 


craftsmanship; durable materials; and 
many hidden refinements like the ex- 
clusive Mello-Stride feature offering 
flexibility from the first step, no break- 
ing in; or, the Cushion-Step feature, soft 
concealed pads correctly placed for wel- 
come added support. 

That’s John C. Roberts quality. Now, 
combine it with styles for every taste, 
prices for every purse and you have the 
John C. Roberts story in a nutshell. 

Consider Friedman-Shelby’s great 
new John C. Roberts line. You'll enjoy 
bigger new and repeat sales, steady profit 
margins, and a future with an ever-grow- 
ing share of the men’s shoe business. 


Our representative will soon be in your territory. Be first on bis schedule to learn all the 


advantages of a John C. Roberts franchise. Write Friedman-Shelby NOW! 


FRIEDMAN - SHELBY 


DIVISION OF 
INTERNATIONAL SHOE COMPANY ~ ST. LOUIS, MISSOURI 
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A PATENTED FEATURE FOUND ONLY 
IN CANVAS SHOES MADE BY 
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Winthrop “know-how” has done it 
again. In the In-’n-Outer it combines 
soft slipper comfort with sturdy 
shoe support to make the perfeet 


year-round leisure shoe. 





Especially designed and constructed 
for all-purpose leisure wear, the 
slip-lasted In-’n-Outer is “at home” i 
any leisure setting, indoors or out. 
Winthrop styling puts it “at ease” 


in the fastest company. 


Winthrop Shoes—advertised in LIFE, SATURDA 
EVENING POST, COLLIER’S and ESQUIR 


| ‘inthrop Shoe Co. « Div: International Shoe Company « Saint Louis — New York Office, Room 914, Marbridge Bu" 





t Gradual Increase in 


Expec 





Raw Materials 


[CONTINUED FROM PAGE 63] 


| WILLIAM C. HUNNEMAN, JR., Chairman Inter- 
tional Trade Committee— 


“Our first major job involved an appraisal of the 
“export situation confronting the United States leather 
industry even before the end of the war. During the 
past four years our shipments abroad, excluding lend- 
Tease, have shrunk to negligible proportions. To many 
lanners this seemed of no particular significance because 
of the leather we could make was readily absorbed by 
our own domestic needs. However, the curtailment of 
our leather exports and a similar decline in trade ship- 
/ments from Europe have brought about certain perti- 
nent developments in countries which were normally 
importers of leather and leather goods. 

“In various countries the expansion of tanning activ- 
© ity has been stimulated and the consumption of raw 
» material has been increased. We know that quite gen- 
’ erally the tanning boom in various foreign countries 
» rests on a highly unstable and even inefficient structure. 
We might find that by shipping a small proportion of 
our output abroad, we could benefit both ourselves and 
the importing nations because more raw material would 
be released which in turn we could process to mutual 
advantage.” 




















RUSSELL A. WALKEY, Price Executive, Leather 
Fur and Fabrics Branch, Office of Price Administra- 

_ tion— 
J The question of a possible date when it will be safe 
to remove all price controls is one that is of vital 
interest to the Administrator of OPA, as well as in- 


seg dustry. Mr. Bowles, through a recent questionnaire 
sent to thousands of members of OPA industry advisory 
committees throughout the country, asked for frank ex- 

A pressions of opinion on this very subject. On the basis 


of replies tabulated to date it is interesting to note that 

only 6% of this group feel that it would be safe to 
remove all price controls now. Another 6% feel that 

all price controls could be terminated January 1, 1946. 

“Of the remaining 88%, 20% express no opinion, 

| 29% suggest July 1, 1946, and 39% some later date, 

‘depending on balance between supply and demand and 
® other factors. 

“Some persons expressed themselves with consider- 
able feeling, both for and against early decontrol, and 
7} ~=one chemical manufacturer stated that he feels a big 

responsibility to his employees because they have bought 

“} = = 3% million dollars’ worth of war bonds and he doesn’t 

"} want to see them cheated through runaway and infla- 
tionary prices. 

“May I finally say a few words about the general 
implications of price control in this industry. There are 


[TURN TO PAGE 123, PLEASE] - 
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“YES, GRO-CORD 
IS ADVERTISED IN 
PARENTS’ MAGAZINE” 


The seal of Commendation is clearly 
shown on this display. 

Sales are easier when your customers 
recognize GRO-CORD soles on the shoes 
you are fitting. ' 
The non-slip, long wearing qualities are 
recognized by many of your customers 
who have worn these comfortable soles 
many years and want them for their 
children, too. 


THIS 
DISPLAY 
FREE 


Make the next sale even easier. 
Start it with this display, on 
counter or in window. Attractive, 
colorful. We've had thousands 
of requests. Just mail a card; 
it'll be sent free. 





GRO-CORD RUBBER CO. 


LIMA, OHIO 
SERIE os oe 
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Now that aluminum is again 





available, there are many sound 






reasons back of the outstanding 






preference of shoe manufacturers 






for aluminum eyelets. 






Our aluminum eyelets are made 






for both roll setting and scored 






setting. There is an aluminum 






eyelet for every grade of shoe 






and deliveries are prompt on all 






standard sizes and colors. 








The shoes illustrated are all Fall 
1945 models and are fitted with 
our surface type ENAMEL 
FINISH INVINCIBLE ROLL 
SETTING EYELETS. 










STANDARD COLORS and Our Numbers 


Frappe Cocoa 302 Admiral Blue 700A 
Town Brown 1100 Brave Red 600A 
Cinnamon Tan 300 Cherry Red 600 
Rancho Tan 1300 Magnetic Green 2500 
Cream Blonde 1400 Colony Green 2500A 
Victorious Blue 700 Plain Aluminum 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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(‘omfort Cal 
Step Out in Style! 








Models Courtesy of B & C Shoe Co., 
anchester, N. H. 
Making a playshoe or casual that’s 
stylish is one thing. Making a playshoe 
or casual that’s both stylish and com- 
pletely comfortable is something else 
again ... but the B & C Shoe Company 
has hit the happy union in their popular 
“Didy” and “Rita” models. 

These shoes, which are made over the 
manufacturer’s famous “300” last, have 
innersoles of springy, flexible Spongex*. 
The result is a combination of Fifth 
Avenue smartness with comfort that’s a 
sheer delight to active feminine feet. 

This manufacturer chose Spongex for 
two good reasons: First, the flexibility 
that makes this lively cellular rubber so 
welcome wherever it’s used in footwear; 
second, its easy workability for all kinds 
of shoe applications, including insoles, 
platforms, linings and pads. 





If you aren’t yet using Spongex in any 
of Bene models, you owe it to yourself — 
and your customers—to try it. Samples 
and prices of these modern shoebuilding 





Washington Newsreel 
[CONTINUED FROM PAGE 52] 


Complete details on these and other 
developments in the German plastics in- 
dustry may be had by writing to the 
office of the Publication Board, Depart- 
ment of Commerce, Washington 25, 
D. C., and requesting a copy of the re- 
port entitled, “Plastics in Germany 
1939-45,” 


” * ” 


Discussing raw material shortages in | 
England, a recent article in the London | 


Economist points out that leather is one 
of the acute shortage items. According 
to the article, the primary causes of the 
present. shortage are “the huge de- 
mands for military purposes—which 


| have made shoes one of the most 


coveted of all possessions for anyone on 
the Continent—and the depletion of the 
European livestock population owing to 
the shortage of feeding stuffs.” 

The article concludes by saying the 
supply difficulty may begin to ease dur- 


ing 1946, but it will be long before the | 


arrears of demand can be overtaken. 


Synthetic Rubber Crepe Soles 


Boston, Mass.—Crepe soles of syn- 
thetic rubber were made available to 


| the nation’s shoe industry by The Good- 


year Tire & Rubber Company at the 


| Boston Victory Shoe Show at the Hotel 


| Statler. 


materials will be sent you for the asking | 


—and you'll be giad you asked! 
Rubber Products Company, 111 Derby 
Place, Shelton, Conn. Sales Offices: New 
York, Chicago, Detroit and Washington. 

*Trade Mark Reg. U. S. Pat. Off. 


Spongex. 





Sponge | 


crepe, the product is available in wine 
and coffee colors and is said to be equal 
to pre-war crepe soles. 

H. L. Post, manager of Goodyear’s 
Shoe Products Division, said that ex- 
haustive tests made on the synthetic 
crepe before its introduction to the mar- 
ket proved it suitable for sport and 
walking shoes. 


Selling the Ten Million 


[CONTINUED FROM PAGE 68] 


coming in all the time. My name’s 
Brown. I’ll be glad to serve you.” 
Several New York and Chicago stores 
report that servicemen pay close atten- 
tion to display models. Having been 
away for several years, they are par- 
ticularly anxious that their clothing 


conform, now that they’re back. The | 


Salt Lake City idea, of using models 
borrowed from a department store, 
seems, in view of these reports, a very 
good idea. 

Lastly, buyers everywhere agree that 
men would like to splurge in color and 
wonder who will introduce maroon re- 
versed leathers, forest greens in con- 
servative ties first, then in loafer-types. 
It is obvious that anyone tying up with 


| the men’s magazine promotions, window 


displays and men’s departments, could 
do a world-beating promotion. But I 
firmly believe that an oxford—which 
gives support—is the best to begin with. 





Known as Goodyear Chem- | 





"lt SAVES 


Considerable 


TIME’... 


Writes Happy New 


X-RAY OWNER"!... 


Here is a partial quotation 
from his letter,“. . ..we would 
feel ungrateful if we did not 
tell you how delighted we 
are with its (X-RAY SHOE 
FITTER) operation. We had 
labored under the impres- 
sion that it would take up 
considerable time . . . but find 
results just the opposite . . . it 
saves considerable time in 
convincing customers... 
find them far more satisfied.” 





*If you have been skeptical 
about the speed of X-Ray fit- 
| ting, you may have the name of 
this satisfied user for reference. 


Speed The Day 
When You Can 


Speed-Up Fitting 


Place your order soon 
for that new X-Ray 
Shoe Fitter — even 
though you have to 
wait Sor 6 months for 
delivery of a Standard 
Model. Limited pro- 
duction of the DeLuxe 
Model will be resumed 
early next year. 





ia 
X-RAY 
SHOE FITTER 4c. 


3533 NORTH, PALMER STREET 
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Ye. ies Plans 


and 


me, lous Flew 


Gervus Plans for More Production 


An ample production of rubber footwear in dress 
















and work styles, of pre-war quality with a new, post- 
war utility and fit, is the ultimate goal of The Servus 


Rubber Company. 


Your Plans For More Profitable Sales 


Your plans should include handling these superior 
lines of Servus and Snag-proof rubber footwear 


which will enable you to go profitably into the post- 







RUBBER COMPAny 


ROCK ISLAND.ILL. 
MADE INUSA. 


war market. 


THE SERVUS RUBBER CO. 


FACTORY AND CENERAL OFFICES 
ROCK ISLAND ILLINOIS, U.S.A, 
LAMBERTVILLE, DIVISION 330 BROADWAY, WN. Y., 7, MY. 
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and sole leather. Pure oak bark tanned 


A.C. Laurence Leather Co. 


Boston 
104 
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How Kalioning Created 
Salut "Plus, 


Rationing led American customers into better shoe buying habits . . . 


5, because it proved the extra value that’s inherent in their better leather soles. Naturally, 
= 


the dest leather soles are match-mated, assuring the evenest possible wear and 
. FIBRE-SORTING, the England-Walton way, gets shoes to 


flexibility . . 


customers with pre-tested, superior matched soles. The trained “insight” of 


leather . . . 
who specify FIBRE-SORTED soles. 


England-Walton sorters detects minute variations in the inner fibre construction of sole 


meaning dealer and customer repeat orders for those manufacturers 


FIBRE-SORTING 


England- Walton Fibre-Sorting proved the extra plus in sole 
leathers with rationing. With growing market competition, it 


ENGLAND-WALTON 


Fibre-Sorted soles. Cut soles 


ENGLAND-WALTON DIVISION 


Camden 


Peabody 


New York 


St Lous 


Columbus 


offers a vital sales feature. 
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LLELS 
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= even flex- 
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Shoe News 








RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Buyers Flock to New York and Boston 





Orders Restricted by Manufacturers Showing at Better Shoe Guild 
Exhibit and Victory Market Week—Interest Shown 
in New Materials Offered for Shoes 


New YorK—The influx of buyers to 
the New York market during the recent 
showings of Spring lines has been even 
larger than was anticipated, according 
to those best qualified to judge. The 
opening of their new lines by the mem- 
bers of the Guild of Better Shoe Manu- 
fucturers, as well as other quality 
nanufacturers in the New York area, 
has brought into the market buyers 
and their assistants and merchandise 
nanagers from quality stores through- 
oit the country. Other out-of-town 
nanufacturers have taken advantage 
o' these openings to bring their lines 
t) the hotels or to show them in their 
lucal sample rooms. Orders are being 
placed for January - February - March 
delivery, although deliveries are ex- 
pected to continue to be hampered by 
production deliveries. The Guild is in- 
augurating with this market their five- 
showings-yearly plan. 

With manufacturers obliged to 
restrict orders because of the tight 
situation in leather and labor supply, 
and retailers crying for all the pairage 
that they can wring from the manu- 
facturers, the demand for novelty 
styles and colors is not, in any way, 
equal to the demand for established best 
selling patterns and staple colors. 
Style-minded, forward looking manu- 
facturers are realizing, however, that 
it is of the utmost importance to their 
style prestige to include some new 
styles. With this point of view these 
manufacturers have maintained as 
logical a balance as possible, under 
present production conditions, between 
the continuance of accepted bases and 
the introduction of some new styles. 

Definitely in the new trend are shoes 
trimmed with cutouts, rather than bows 
and ornaments of the very fluffy, 
feminine type. Ornaments are being 
extensively used by leading style 
houses, but they are different in treat- 
ment and have a new look. “Restrained 
elegance” is the description given as the 
keynote for Spring by one high style 
leader. The softer, more feminine 
feeling in clothes has been carried into 
shoes in such dressmaker touches as 
decorative stitchings, curved lines and 
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draping of leather. The open toe shoe 
is still the leader, although manufac- 
turers who include tailored shoes in 
their lines are making a certain propor- 
tion of closed toe shoes. A great many 
more sandals are to be seen in the 
Spring lines, partly due to increased 
popularity of the sandal and partly a 
natural trend for warm weather shoes. 
Back in the picture are evening shoes, 
banished for several years during the 
war. 





Manufacturers in Boston 
Continue Quotas 


BostoN—With hope in their hearts, 
but with their fingers crossed in view 
of conditions currently obtaining in the 
shoe industry, approximately 800 buy- 
ers from all parts of the country gath- 
ered in Boston during the week of Nov. 
5 to attend the Victory Shoe Market 
Week sponsored by the New England 
Shoe and Leather Association. By far 
the largest gathering held in the cur- 
rent post-war period, the show served 
two highly useful purposes: 

1—It enabled manufacturers to add 
to their prospect lists against the day 
when the seller’s market ends. 

2—It enabled buyers to study style 
trends, to familiarize themselves with 
the possibilities inherent in new shoe 
materials and to add to their list of 
sources for future reference. 

Obviously, except for some few 
orders accepted for boudoir-type foot- 
wear and shearling slippers, mostly for 
children, there was little real business 
done nor had it been expected. that 
there would be. Shortage of labor and 
materials has combined to force a 
continuance of the quota system under 
which manufacturers have worked 
since the imposition of controls by the 
government. There were rumors that 
some few manufacturers had increased 
their quotas by as much as 5 or 10 per 
cent but if so, they were isolated in- 
stances and in the field of specialty 
footwear. There were even merchants 
who, for some reason not quite clear, 
came hurrying to Boston with the feel- 
[TURN TO PAGE 120, PLEASE| 





August Shoe Production 
Shows Gain 


WASHINGTON — Production of boots, 
shoes and slippers, other than rubber, 


amounted to 41,535,726 pairs in August, 
compared with 36,337,775 pairs in July 


PRODUCTION OF BOOTS. SHOES. AND 
SLIPPERS. OTHER THAN RUBBER 





and 41,165,918 pairs in August of last 
year, according to a monthly release by 
the Department of Commerce, Bureau 
of the Census. Total production for the 
January through August period in 1945 
came to 329,671,259 pairs, an increase 
of 6.6 per cent over that achieved in 
the same period the previous year. 

Production of shoes for the govern- 
ment, including both military and other 
types, reached 4,403,109 pairs in Au- 
gust, a decline from the July figure, but 
a gain over that for last August. Total 
for the eight-month period was 38,475,- 
534 pairs, 34.0 per cent higher than 
that for the same period the previous 
year. 

Men’s_ shoe production, including 
dress and work types, totaled 4,939,043 
pairs in August, a gain from July pro- 
duction, but a drop from that of Au- 
gust, 1944. Total for the January 
through August period was 39,991,161 
pairs, 30.8 per cent below that for the 
same months the year before. 

Output of youths’ and boys’ shoes in 
August was 1,352,811 pairs, higher than 
that for the month before, but lower 
than that for the same month the pre- 
ceding year. Total for the eight months 
was 9,961,610 pairs, a decline of 16.4 
per cent from the record of the same 
months the previous year. 

Women’s shoe production in August 
totaled 16.642.858 pairs, higher than 
both the July and the August, 1944 fig- 
ures. Total for the January-through- 
August period was 134,228,408 pairs, a 
gain of 5.1 per cent over that for the 
same period in 1944. 

Output of misses’ and children’s 
shoes came to 4,623,391 pairs in Au- 
[TURN TO PAGE 119, PLEASE] 
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Felt Top Facing. 


IN STOCK — IMMEDIATE DELIVERY 


STYLE No. 232—Ladies', leather sole ski boots, sizes 3-9...... $4.25 
STYLE No. 237——-Men's, leather sole ski boots, sizes 6-12....... $4.50 


PLEASE ENCLOSE RATION CURRENCY 


THE ARNOFF SHOE CO., [OJ DUANE ST., 
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Edward C. Orr Elected N.S.R.A. President 





Head of Potter Shoe Company Chosen by Directors to Succeed Owen 
Metzsger—Langston Commended for Wartime Service 





EDWARD C. ORR 


New YorkK.—Directors of the Na- 
tional Shoe Retailers Association elect- 
ed Edward C. Orr, of Potter Shoe Com- 
pany, Cincinnati, as president of the 
association for the coming year at a 
meeting held here November 7. The an- 
nual convention of the association, 
which is customarily held in connection 
with the National Shoe Fair, was can- 
celled this year because of the ODT 
travel restrictions, and when the re- 
strictions were lifted hotel conditions 
made it impractical to undertake plans 
for a convention.-Terms of present di- 
rectors have been extended for one 
year. Under the constitution of the as- 
sociation, officers are elected by the 
Board of Directors. 

Vice-presidents of the association 
were elected as follows: Gilbert Hahn, 
Wm. Hahn & Co., Washington, D. C.; 
Paul Jesberg, Jesberg’s Waik-Over 





L. E. LANGSTON 


Shoe Store, Los Angeles, Calif.; Carl 
M. Stendal, Stendal’s Shoe Store, Min- 
neapolis; Marcus Rice, Famour-Barr 
Co., St. Louis; David S. Hirschler, of 
Hofsheimer’s, Norfolk, Va., was re- 
elected treasurer, and L. E. Langston, 
who has served 10 years as executive 
vice-president, continues in that office. 
Directors of the association paid him 
high tribute for the able and efficient 
manner in which he has conducted the 
affairs of the association during the 
war, and particularly for the skill, 
fairness and good judgment he has dis- 
played in relations between the govern- 
ment and N.S.R.A. 

Mr. Langston was presented with a 
pen and pencil set by members of the 
trade in honor of his birthday, which 
coincided with his anniversary as asso- 
ciation manager. 

John Slater, a former president of 


N.S.R.A. and one of the most distin- 
guished members of the retail shoe 
trade, was a guest of honor at the din- 
ner meeting. 

As president of the association, Mr, 
Orr succeeds Owen W. Metzger, of Al- 
lentown, Pa., who has held the office for 
the past two years. His father, James 
C. Orr, now deceased, was one of the 
founders of N.S.R.A. and one of its 
early presidents. 





Need Not Retain 
Rationing Records 


WASHINGTON, D. C.—With the end 
of shoe rationing, all ration stamps, 
certificates and checks for shoes held 
by the trade or consumers became 
valueless and may be disposed of, the 
Office of Price Administration said. 

Dealers, distributors, and manufac- 
turers of shoes need not retain records 
that were required by the ration order 
unless the same records are required 
by some other regulation, order, or 
law. Under OPA’s price regulations 
for shoes, dealers, distributors, and 
manufacturers are required to keep 
customary bookkeeping records, includ- 
ing invoices. 

Since manufacturers of shoes are no 
longer required to prepare or submit 
any rationing reports, those who have 
been required to send monthly produc- 
tion reports on OPA Form R-1707 need 
no longer submit these reports. How- 
ever, manufacturer’s reports sent to the 
United States Bureau of the Census 
on Form M-68A are not affected by 
revocation of the shoe ration order and 
will continue to be submitted to the 
Census Bureau. 


Board of Trade Party 


New YorK—The Shoe Manufactur- 
ers Board of Trade of New York held 
its traditional cocktail party on Wednes- 
day, November 7, at the Winter Garden 
of the Hotel McAlpin as a finale to the 
four days of New York showings. Rep- 
resentatives of the various branches of 
the industry attended. 
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ASCO SKI BOOTS|.” 


Limited Allotment of Authentic Ski Models 


Smooth Waxed Brown Split Leather Uppers. Retan 
Leather Tip. Grooved Regulation Ski Heels. 9 Iron 
Full Leather Midsole. 16 Iron Rubber Outsole. Green 
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Retail Sales, Independent Shoe Stores 
September, 1945 — 
Department of Commerce, Bureau of the Census 


Current Statistical Service 
-———— Dollar Sales ———_—__— 
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*Number does not apply in all cases to the year-to-date figures. 
ficient data. “Compares with $4,859,783 in September, 1944, 
$5,282, 739 in August, 1945. 


Seattle Busy, But No Rush 


SearTLE—Just as one Seattle shoe manager predicted, 
soon as women are told they can get all the shoes they 
it (provided they’ re in stock) they won’t want. So they 
ined tranquil in the face of the ending of shoe ra- 
ing and did not storm the stores or exhibit any extra- 
linary degree of pent-up demand. 
Shoe stores reported a steady business, but no more 
n usual, since they have been busy right along. And 
managers were extremely thankful there was no rush, 
smuch as they would have been unable to cope with 


One of the shoe store officials stated that so far as 
ntity was concerned, they were in the worst position SHO F 
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WOMEN’S CORDUROY SLIPPERS 


Terms: Net 10 Days 
F.O.B. New York 
Minimum Orders 18 Pairs 


Style No. 806 


Sizes 4-9 


In-Stock 
At Once Delivery 


EXHIBITING AT: 


Olahoma City, Okla.; 
Grand Rapids, Mich. 








* Soft Padded Sole 
© Full Platform 


© Colors: Red and Bive 
Blue and Red Combinations 

















Features: 


Dallas, 


Texas; 











~ Texas Shoe Store Undergoes Complete Remodeling 





San Antonio, Tex.—Zimmerman's Shoe Store, here, was 
The photograph at the 
left shows the attractive store front, taken at night. In 
the photo at the right, standing on the staircase leading 


recently completely remodeled. 








Aniline cowhide uppers 
Full leather soles 

Full sizes, 6-12 

Terms: 5-10 E.0.M., F.0.B. New 
York. 36 pair case orders. 


a? UCR 


to the children's department, are, left to right: Lou Zim- 
merman, Jack Zimmerman and Paul Zimmerman. 
is well known as one of the largest shoe retailing establisk- 
ments in the Southwest. 


The firm 





Press Makes Tour 
Of Plastics Plant 


Bounp Brook, N. J.—For the first 
time since war production made secrecy 
imperative, the Bakelite Corporation, 
now reconverting to peace production, 
has thrown open the doors of its Viny- 
lite plant here for inspection by the 
press, 

On November 8th and 9th, more than 
one hundred press representatives were 
conducted on a tour of the plant and 


108 


feted at a luncheon and fashion show 
at the Blue Hills Plantation. 

The tour included a view of raw ma- 
terial handling, a visit to the develop- 
ment and control division of the plant 
including the testing of colored plastic 
soles, and the actual processing of the 
Vinylite materials. 

The display and fashion revue of va- 
rious types of products made of Viny- 
lite which followed the luncheon, in- 
cluded rain wear, household equipment, 
ready-to-wear belt, bag, and hat acces- 
sories, and shoes, some made of plastic 


patent uppers, others with plastic soles 
and several in plastic and leather com 
binations, made by leading New York 
manufacturers. Though most of thes 
products are in infant production ané 
have reached consumers only in limited 
quantities during the war, volume pre 
duction is expected early next year, ani 
spokesman for the company predicted 4 
wide use of plastic patent for shoes that 
in some degree may relieve the she 
shortage because of difficulties in ob 
taining leathers. 
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CHILDREN’S ALL 
LEATHER SLIPPERS 


All Leather Uppers 
Colors: Brown, Blue, 
Red, Green 
Flexible Hard Leather Soles 
Fine Grain Leather 
Plaid Linings 
Regular Half Sizes 
In Stock 
At Once Delivery 
Infants’ Sizes 5-8 
Children’s Sizes 84-12 
Misses’ Sizes 124-3 


CF -) 


Goodyear Stitch 
Construction 


F.O.B. New York 


Prepare Display Card 
For Dealers 


PHILADELPHIA, Pa.—The Hahn Shoe 
Mfg. Co., makers of baby shoes, have 
released to all their dealers a new dis- 
play card prepared in baby colors of 
soft pink and blue, with a varnished 
finish. It serves as an eye-catcher for 
the mother. This display is free upon 
request. 





Use Color in Newspaper 
Promotion 


INDIANAPOLIS, IND.—A_ carefully 
planned fall promotional program by 
Marott’s shoe store, here. Featuring sev- 
eral of the nationally known brands 
of footwear at Marott’s, consisted of a 
series of ads running for eight consecu- 
tive weeks in two colors. Newspaper 
color work is extensive in the midwest 
and the series of ads presented is the 
first comprehensive footwear color pro- 
motion in Indianapolis. Layout and 
color, wherever possible was tied closely 
with national promotion and window 
display space, point of sale display and 
radio promotion was used in conjunc- 
tion with the publication of each ad. 

Virgil H. Gebauer, general manager 
of Marott’s, and Ace L. Cox, advertis- 
ing manager, are enthusiastic over the 
results of the fall campaign and plan 
the use of newspaper color in future 
vromotional programs. 
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Style Ne. 301 






Terms: Net 10 days 


Minimum Order 18 pairs 












Every Woman— 


—however 






her shoe 






complete 


wardrobe, wants at least one pair 
of shoes she can always depend 


Exhibiting at: 
Oklahoma City, 
Okla.; Dalles, 
Texas; Grand 
Rapids, Mich. 

















on for complete comfort under 
all conditions of wear, and with- 
out sacrifice of good looks. Mil- 
lions know the dependability of 
Bellaire construction, the appeal 







of Bellaire styling, the firm com- 
fort of all Bellaire shoes. 


Vy 


| BELLAIRE 





SHOE COMPANY \| | 


TLANC MAINE 





New York.—Skippy Sandal & Slipper Company had a showing of their own 
recently at the Hotel Statier, Detroit. Buyers in attendance were, left to right, 
seated: S$. F. Isherwood, J. L. Hudson Co., Detroit; Mrs. W. L. Ratz; Miss D. M. 
Stall, J. L. Hudson Co.; Fred E. Sherman, Detroit; J. Houck, Plymouth, Mich.; 
L. E. Sylva, Crowley-Milner Co., Detroit; H. C. Solomon, Ernst Kern Co., Detroit. 
Standing, left to right: S. Spira, Skippy Sandal & Slipper Co.; W. L. Ratz; E. W. 


Yaeger, F. J. 


Yaeger Sons, Inc., Monroe, Mich. 





New Cuboid Representatives 


SanTaA ANA, CALIF. — Additions to 
the Cuboid sales representatives as an- 
nounced recently are: Wm. H. Gandy 
in charge of the Cuboid department in 
Monnigs, Forth Worth; Jack Dudley in 
Younker’s, Des Moines; Louis Moncrief 


in Bry’s, Memphis; Paul W. Goss of 
Dayton who will handle the Rike- 
Kumler department there; R. H. Bright 
in the Thompson-Boland-Lee store in 
Atlanta, and Charles DiCarlos in 
charge of the D. H. Holmes Co., New 
Orleans department. 
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Rima Ballerina 


-BALLET CASUALS (>) 


‘True ballet slippers adapted 
te eutdeor wear. Custom 
made, hand lasted. Featur- 
ing patented “Rhythmic 
Balancer” — invisible air- 
foam walking sole. All 
leather, hand made, nylon 
sewed. Featured in — 





playshoe to ~ be eae — 
doeskin. They're washable. 
Distinctive packaging. 


ack 
Style number (12) 


Deeskin, black, red, blue, 
green, gold .. 
Style number «sy 





BUILD BUSINESS 


WITH THESE 
BUSINESS 


BUILDERS! 


New CATALOG 
IVES am TT) a 


ADVERTISING 
NOVELTIES 


SOUVENIRS 
\ e 


‘| GIVE-AWAYS 





1 Size——3 to 9, medium FOR 

= width, full sizes 

a Packed—36-pair cases BOYS AND 

i GIRLS 
ASK FOR CATALOG 25A ° 








39-45 WEST 19th STREET . 


THE Lederer INDUSTRIES, Inc. 


NEW YORK 11 


SUPPLYING RETAILERS SINCE 1902 











Non-Marking Soles on Com Shoe Line 





New York.—A line of Keds, shown in 19 models, features non-marking soles and 
is now being shown to dealers by United States Rubber Co. These have been de- 
signed to present a minimum line that will cover maximum consumer needs. Nine- 
teen shoes will be made in five styles to fit all age groups from three years 
upward. 

All shoes will carry the Keds label, a brand name not available to dealers 
since the Spring of 1942. Before the peacetime Keds were approved for manufac- 
ture, extemsive wear tests were conducted to be sure they would have wearing 
quality comparable to the company’s standards for pre-war shoes. 





the E. Karlson & Son shoe store recent- 

Celebrate Half a 

Ce f Busi ly celebrated its 50th anniversary. 
ntury of Business Opened first for business on October 5, 


1895, Founder Karlson occupied a store 
on a 25-foot lot fronted by a wooden 


HINSDALE, ILL.—In this, one of the 
largest of Chicago’s Wetsern suburbs, 


sidewalk, After four years he moved to 
larger quarters at 52 Washington 
Street and there it has continued to be 
ever since. 

E. Karlson was one of the first shoe 
stores in the Chicago areas to stress the 
need for corrective footwear. Mr. Karl- 
son also owned a shoe store at 1145 
South Michigan Ave., Chicago. But as 
the town of Hinsdale began to show re- 
markable and rapid growth he found 
the suburban store needed an increas- 
ing amount of attention. So in 1915 he 
gave up his Chicago store and concen- 
trated his energies in Hinsdale. In 1921 
his son joined him in the business and 
in 1931 he purchased his father’s in- 
terest; today the son, S. E. Karlson, 
is sole proprietor. 





Join Consolidated Slipper 


MALONE, N. Y.—Ed Bradley, for 
many years associated with the Ath- 
letic Shoe Company of Chicago, has 
joined the sales organization of the 
Consolidated Slipper Corp. and affili- 
ated factories. Mr. Bradley will cover 
the New England territory and will 
shortly open offices in Boston. 

Lewis Klinger, for the past three 
and one-half years with the War Pro- 
duction Board, has also joined Consoli- 
dated. He will be connected with the 
New York office, where he will be as- 
sistant to Jack Macht, vice-president of 
the firm. 
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Salesmen Receive 


New Assignments 


NASHVILLE, TENN. — Acrobat Shoe 
Company, division of General Shoe Cor- 





LEWIS MORRELL 


poration, has announced territory as- 
signments for three of its salesmen. 

Lewis Morrell will represent Acrobat 

. 
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i L. J. McWATERS 

; Shoe Company in the state of New Jer- 
‘ sey. He has been with General Shoe 
1 Corporation 15 years and formerly rep- 
| 





AL E. PIEPER 


resented Acrobat Shoes in Virginia and 
West Virginia. 
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smart little 
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‘ sandy 


WEBER SHOE 





5 to 8... 
styles, with the fine precision and 
excellent quality that is the keynote 
of Playful shoes. And, of course, these 


smaller sizes can be retailed at $3.50 






COMPANY 











little cousin 


Teeny shoes for tiny tots in sizes 


made in the same cute 


(the larger sizes are from $4 to $5). 


SAINT 


tours 





L. J. McWaters, with General Shoe 
Corporation’s Juvenile Branch since 
1940, has just returned from three 
years of service in the Army Air Corps. 
He will represent Acrobat Shoe Com- 
pany in Georgia. Mr. McWaters, who 
has 15 years’ shoe experience in both 
retailing and manufacturing, prior to 
his Army service, held a sales execu- 
tive position with Acrobat Shoe Com- 
pany at the home office in Nashville, 
Tenn. 

Al E. Pieper will represent Acrobat 
Division in Iowa and Nebraska. For 
the last 14 years Mr. Pieper repre- 
sented Peters Shoe Company. 

All Acrobat salesmen are now on the 
road with their Spring line of shoes. 
















Resigns from WPB 


New YorkK.—Fred M. Gaissert, Chief 
of the Textile, Clothing and Leather 
Section of the War Production Board 
in New York, has resigned from WPB 
to become controller of Palizzio, Inc., 
New York, manufacturers of ladies’ 
shoes, handbags and leather accessories. 

Mr. Gaissert joined the Office of Pro- 
duction Management in November, 
1941, and later was transferred to the 
War Production Board. 

Before entering government service, 
Mr. Gaissert was executive assistant to 
Harry Marshall, executive vice-presi- 
dent of Foremost Dairies, Inc., of New 
York and Jacksonville, Fla. 
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VICTORY we 


Darling Metal Display Fixtures 
Will Be Finer —Truly Worth | 
Their “Wait” In Gold | 


Thankful for Victory, we are setting our sights for a new 
day in display, better visual merchandising through better 
metal display equipment. Darling is prepared to supply the 
finest metal display fixtures, for wartime production has 
sharpened our “know-how” in precision manufacture. New 
designs, new improvements will be available. Early spring 
will bring new Darling catalogs featuring America’s most | 
comprehensive line of metal display fixtures. We again thank | 
you for your patience during our inability to serve you since 
Pearl Harbor. We believe you will agree that Darling Metal 
Display Fixtures were truly “Worth Their ‘WAIT’ in Gold”. 


L. A. DARLING COMPANY, BRONSON, MICH. 


NEW YORK DISPLAY ROOMS—47 WEST 34th STREET 


WRITE FOR CATALOG — Ask for our new Catalog 175. It will aid 
you in selecting the proper display forms to increase your sales. 


DARLING 


The Name to Think of First in Display 





“Local Color” Joyce’s 
New Theme 


New York—Before a gathering of 
several hundred retailers and members 
of other branches of the shoe industry, 
the new line of Joyces for Spring and 
Summer 1946 was presented recently in 
the Crystal Room of the Ritz-Carlton 
Hotel, with an accompaniment of 
models, music and a commentary by 
Faie Joyce. The showing of the line 





was followed by a _ cocktail party. 

Based on the nation-wide nostalgia of 
the returning servicemen for the home 
town, the “Local Color” theme of the 
new line was developed in such. group 
names as: Pasadena J. C. (Junior Col- 
lege); Glorious Fourth; Joyces in 
Jeans; Suburbia; Where the Tall Corn 
Grows; R. F. D. Route No. 1. Other 
style groupings were Barefoot Blondes; 
Follow the Sun; Three Little Indians; 
Swashbucklers; Sweet and Low; High 





| Presents New Line to Salesmen 





St. Lowis.—Dave Smith, merchandising manager of men's shoes for the Peters 
Shoe Co., here, is shown presenting the company's new line of City Club Shoes to 
salesmen attending the Peters Shoe Coavention held in St. Lowis recently. 
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Perfection 
skilled workmen. All leather, super dura- 
ble, nylon-sewed. Handmade throughout. 


Sizes—8 to 13, 1 to @ 


STUDENT DANCE SHOES 
i; iw 


in dance shoes. Product of 


IIIT RIDIN E IOI LIOR IOOR ASIII 


Acro-ballet Sandals 
Sueded gleve elk in fawn, black, white 
Style number (1) 


Classic Ballet Pumps. Smooth kidskin, black or white. 
Acro-ballet practice pump P $s 
Style number (6) 


Turn glove intermediate pump 
Style number (7) 


Advanced full sole ballet .. 
Style number (11) 


Terms—Nat 30 








Time and Viva Mexico, Joyces in Jeans 
introduced shoes in real blue jean ma- 
terial. Tan and white spectators were 
the feature of the group called “Subur- 
bia.” R. F. D. No. 1 introduced a new 
pattern, a closed shoe with fringed 
tongue. In Three Little Indians a high- 
riding, one-eyelet shoe, designed for in- 
door wear in suede, is revived for out- 
door wear in leathers. High Time pre- 
sented a group of party shoes in black 
suede, nailhead-studded, and silver and 
gold kidskin. Mexicoolee, woven sandal, 
returned from the ward in the group 
Viva Mexico. Scuffs worn outdoors, a 
local custom started over a year ago 
by the college girls in Phoenix, Arizona, 
were shown under the heading of Fol- 
low the Sun and these scuffs are de- 
signed for outdoor wear. High-lighted 
new color of the line is Golden Grain, 
taking its inspiration from the color of 
ripe corn. 


To Show in Boston 


New YorK—Because of the conflict 
in dates of the recent New York and 
Boston showings, many New York trav- 
elers found it impossible to cover both 
events. For this reason, arrangements 
have been made by members of the Boot 
and Shoe Travelers’ Association of New 
York to hold a showing at the Parker 
House, November 25th to 28th. Approx- 
imately 25 or 30 salesmen will have 
their lines on display at that time. 
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Hobson Takes On 
Haitian Shoe Line 


New York—Ralph B. Hobson has re- 


cently taken on the Jaunty line of sisal 
shoes and handbags made in Haiti. He 





RALPH B. HOBSON 


will contact key distributors in all large 
cities in this country. 

For the past 10 years Mr. Hobson 
represented the Valley Shoe Mfg. Co. 
of St. Louis in the Central West. He 
is well known through the trade as a 
salesman of quality footwear for 
women. 


Successful Showing in Atlanta 


ATLANTA, Ga.—Approximately 3,000 
shoe dealers from all over the South- 
eastern states, members of Southeast- 
ern Shoe Travelers’ Association, and in- 
cluding many of the heads of shoe man- 
ufacturing concerns from all over the 
United States, crowded Atlanta hotels 
to their utmost, in conference here Oc- 
tober 22-24, with large and attractive 
displays of shoes. 

These displays, showing styles for 
Spring wear, were at the Ansley, Henry 
Grady and Piedmont hotels, where 
scores of retail shoe merchants inspect- 
ed them and placed thousands of orders. 

E. M. Cousins, executive secretary of 
the association, with headquarters at 
the Henry Grady Hotel, stated that the 
gathering was one of the largest and 
most successful in the history of the 
organization, and that the volume of 
sales would equal, or perhaps top, the 
volume of sales of past meetings. He 
predicted a volume of between three 
and four million dollars. 

Sales, it was declared by the repre- 
sentative here, were not difficult to 
make. Merchants were anxious for shoe 
lines, and were buying almost anything 
they could get, with deliveries hoped for 
and expected to be made on spring 
goods not later than January and Feb- 
ruary. 

A general membership business meet- 
ing, with election of officers for the 
coming year. preceded an elaborate 
banquet on Tuesday evening at the 
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K RIPPENDORF Foot Rest Shoes are advertised in 
Vogue, Ladies’ Home Journal, The Woman's Home Com- 
panion, Good Housekeeping, Mademoiselle, and The In- 


structor. 


That’s good business for us. And it’s also good business 

for you! Because the women of your community—reading 

any or all of these magazines—become convinced that they, 
| too, should buy and wear Krippendorf Foot Rest Shoes. 
This is another reason why shoe retailers buy Krippen- 
dorf Foot Rest Shoes. For it is a shoe their customers are 
acquainted with —a shoe with the wide acceptance that 


national advertising creates. 


Priced $695 to $795 and up. 


(Slightly higher Denver west) 


A 


FOOT REST 





"Clrerexie'. 


The Krippendorf-Dittmann Company 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 











Ansley Hotel. This meeting was pre- 
sided over by Harry Butler, president 
of the association. He represents the 
Edgewood Factory Division of the Gen- 
eral Shoe Corporation. All officers and 
directors were unanimously re-elected 
as follows: 

Harry Butler, Atlanta, president; Joe 
Bannis, St. Louis, vice-president; Jack 
Davis, Atlanta, secretary; Louis Bres- 
ler, Atlanta, treasurer; George Bomar, 
St. Louis, chairman of the board. 


Other board members: Frank Ste- 


vens, traveling out of Chicago; Bud 
Gerland, St. Louis; Dan Howard, New 
York; Ford Falinger, St. Louis. 


E. M. Cousins, executive secretary, 





decided at the Tuesday night meeting 
to hold the Fall showing in Atlanta in 
April or May. It is likely that it will 
be held at City Auditorium instead of 
in hotels. 

Many of the representatives stated 
informally that they believed shoe pro- 
duction would-get back to near normal 
within six to eight months. 





Place Advertising Account 


Sepauia, Mo.—The advertising ac- 
count of Town and Country, Inc., has 
been placed with the Marjorie Wilten 
Agency, 320 North Fourth Street, St. 
Louis. Marjorie Wilten is handling the 
contact work. 
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JUST OFF THE PRESS! 


Exciting edition of another 


LITTLE YANKEE 


COMIC 
BOOKLET 


“Little Yankees who grew 
up to be great Americans” 


eer 


Free—in quantity—to our dealers for 
distribution to their customers 


Printed by popular dealer request after the wonderful 
reception accorded to our recent first edition. Enter- 
taining ... exciting . . . instructive. Another example 
of Little Yankee point-of-sale promo- 
tional help. For a free copy write to 
THE YANKEE SHOEMAKERS, 47 
West 34th Street, New York 1, N. Y. 












WOMEN’S 
CORDUROY 
D’ORSAY 


Durable Soft Sole 
Sizes 4-9 


Style No. 986 | 


Colors: Red or Blue 


Immediate Delivery 
Terms: Net 10 Days 
F.O.B. New York 

















Minimum Orders 18 Pairs 


EXHIBITING AT: 


Oklahoma City, Okla.; Dallas, Texas; 
Grand Rapids, Mich. 





or Newmarket, New Hampshire. 


“GREAT SHOES FOR LITTLE AMERICANS” 





LITTLE YANKEE 














IMPORTERS 
” 
EXPORTERS 


COMPANY 


EW YORK 13, N. Y. 











Shists for “the Betwixt and Betweens” 


[CONTINUED FROM PAGE 65] 


ing shoe man in England. We shall try 
to supply the answers. 

First, however, what constitutes the 
“teen-age group”? This is the age 
group from twelve to seventeen; it’s the 
high school girl with her own ways of 
thinking, tastes and desires. It includes 
the Sinatra-fans, the bobby soxers; it 
includes, also, the girls who are grow- 
ing out of bobby sox, but who have not 
yet achieved adulthood. It’s typified by 
a specialized language—“jive talk” —in- 
comprehensible to older people. It in- 
cludes the jitterbugs who have decided 
ideas on everything—including apparel. 

The new thinking, that teen-age 
shoes, like other merchandise for this 
age group, should be sold in special de- 
partments catering to this customer 
group, is based on the idea that the 
teens present a distinct class of a 
store’s clientele. These girls have men- 
tally outgrown the children’s depart- 
ments; they feel out of place there, and 
they refuse to be satisfied with the 
shoes that are to be found in those de- 
partments. 

Neither are they suited with the 
shoes to be found in the women’s de- 
partments. Mothérs, especially, are 
loath to permit their young daughters 
to wear the sophisticated models which 
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are shown in the women’s shoe sections. 
The presence of many models on heels 
too high for their young feet, the sight 
of shoes which are designed for women 
stimulate in these younger customers a 
feeling of dissatisfaction with the “sen- 
sible” types on which mother is sure to 
insist. 

The answer, as many shoe men have 
found, is a department which caters es- 
pecially to the foot needs and the style 
tastes of this in-between group. Here 
are grouped shoes which are attractive 
in appearance on heel heights, low 
enough to please mother—smartly 
styled models which flatter the young 
foot, yet possess the features which 
make for their future foot health. Here 
the girls feel that they have freedom 
of choice; this is a department which 
caters especially to their wants; here 
they will be satisfied. 

This is true, not only of shoe lines, 
but also of clothing. The clothing 
houses some time ago realized that the 
teen-age customer needed styles which 
were designed with her needs in mind. 
Figures still in the process of develop- 
ment possess occasional bulges in places 
where they don’t belong; angles appear 
where curves will replace them in the 
more mature figure. The clothing peo- 


ple, recognizing the fact that. neither 
girls’ models nor misses’ models (de- 
signed for those girls whose figures 
have reached full development) would 
fit these customers without extensive 
alterations, designed special teen age 
models which take into account that 
these young figures are in the process 
of change, designed them to conceal fig- 
ure irregularities, and gave them plenty 
of style to please the clientele for which 
they were designed. 

What types of shoes do these girls 
want? For the most part, they like the 
low heel leather casuals which have be- 
come important in women’s lines in the 
past few years. These shoes they ac- 
cept for dress-up occasions; for every- 
day and sport wear they prefer flat 
heeled moccasins, saddles, side lace ties 
which are found in most growing girls’ 
lines. But for special occasions they 
want styleful shoes—with open toes, oc- 
easionally open backs, with interesting 
detail, in leather, on leather soles, and 
with heels running up to 12/8. The 
height of the heel is not the determin- 
ing factor which sets aside some shoes 
as dressy models and others as sport 
or casual styles. The dressy types are 
to be found even on the lowest heels— 
some running as low as 4/8; some of 
the casual models carry heels of 10/8 
and 12/8. It is the pattern of the shoe 
which is important; an open toe pump 
on a flat heel will sell as a dressy model 

[TURN TO PAGE 117, PLEASE] 
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“TEXON” is kind to feminine feet...treats them gently. 
Shoes made with these comfortable, cushiony insoles or 
sock linings win a long list of loyal buyers! ““Texon” is 
Du Pont’s trade name for special elastic-bonded fiber 
materials with many characteristics of true leather. 
“TEXON” FOR INSOLES is non-piping (non-wrinkling) « 
resists moisture, scuffing and abrasion. 

#439 is flexible and cushiony « dies out cleanly «+ holds 
stitches well. #142 (for Stitch-downs) is tough, firm and 
solid e cuts and trims clean « gives good thread-lasting. 


“TEXON” FOR SOCK LININGS (#401) is tough and strong 
e looks like leather « resists scuffing and abrasion. 

“Texon”* plus United technical sales service is helping to 
solve shoemaking problems! 


= “= F 
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ic *To the extent of available production 
Distributed by 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 16 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While in town "C"’ Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 
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Another 


“INDOR-EES” 
California Process 
Leather Sole 


Embroidered Slipper 


—. 








$2.5 
aor. 
0.8 chee 
COLORS: Red, 
Light Biue, 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 
Immediate Delivery 
WILLIAM COHAN CO. 
— Third Fleer — 
Play Shoes—House Slippers—Sport Shoes 
19 Se. Wells St., Chicage 6, Ii. 
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Carries Children’s 
Shoe Line 
HUMBOLDT, TENN. — A. G. “Doc” 


Heise has been named West Coast rep- 
resentative of O’Donnell Shoe Corp., 





A. G. HEISE 


here. He is representing the line from 
Denver West. Mr. Heise was formerly 
associated with the shoe department of 
the J. W. Robinson Co., Los Angeles, 
for 18 years, the last 10 of which he 
was in charge of the children’s shoe de- 
partment. 

Mr. Heise’s home is 
Oaks, Calif. 


in Sherman 


Large Volume Reported 
At St. Paul Show 


St. PauL, MINN.— The Northwest 
Shoe Travelers’ Association did a rec- 
ord breaking volume of business at its 
recent semi-annual convention here, 
running up a grand total of $2,250,000 
worth of orders, according to Edmund 
Trench, the organization’s new presi- 
dent. Approximately 125 salesmen, rep- 
resenting 114 lines of shoes, and 800 re- 
tailers from eight states attended the 
convention and display of 1946 Spring 
and Summer footwear. States repre- 
sented were Minnesota, Iowa, Wiscon- 
sin, Upper Michigan, North and South 
Dakota, Nebraska and Montana. 

The organization’s annual election of 
officers was held in the Hotel St. Paul 
the opening day of the four day meet- 
ing. Officers for 1946 are Edmund 
Trench of St. Paul, president; Joseph 
Brisbois of Minneapolis, vice-president; 
Henry Thorson of Minneapolis, secre- 
tary-treasurer, and Claude Sheldon of 
Minneapolis, chairman of the board of 
directors. 

The long suppressed talents of Amer- 
ican shoe designers were displayed in a 
wide variety of women’s fashions, many 
models strictly new; others revealing 
novel treatment of conventional pat- 
terns. Notable were leather covered 
platforms one-half inch deep and stud- 
ded with bright nailheads; nailheads 
appearing in sunbursts on the intri- 
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WOMEN’S 


Bengaline Slippers 
Soft Leather Soles 





COLORS: Royal Blue, 
Wine or Light Blue. Sizes 
5 to 9. 

Children's as above, Blue 


Sizes 11 to 3. 
$1.00 per pair 
Immediate Delivery 


LAKESIDE SHOE CO. 


Shoes - - Rubbers - - Slippers 
1313-17 W. éth St., Cleveland 13, O. 


or Wine. 














cate tops of novel “naked” shoe de- 
signs; bright colored leather platforms 
en black sandals or sandalized sling 
pumps; multicolored nailheads on 
white. Manufacturers warn, however, 
that low pairage still prevents quantity 
production of shoes in high color or 
novel design. 

Men’s shoe styles revealed the new 
freedom from government regulation in 
all leather two-tones in beige and brown 
and white and brown, all leather ven- 
tilated shoes, brogues in unrestricted 
patterns, and an assortment of men’s 
leather play shoes including loafers and 
golf shoes in excellent quality. The 
fashion trend is toward fuller toes. 
Here again, low pairage was the som- 
bre note in a gay symphony. 

Juvenile displays offered a wider va- 
riety. of all leather styles and patents 
than were available during the war 
years, but manufacturers extend little 
hope that 1946 will bring greater total 
pairage. In brief, low pairage due to 
shortage of materials was the only 
specter at a show that was in all other 
respects a fiesta of postwar freedom. 
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Shoes for ““The 
Betwixt and Betweens” 


[CONTINUED FROM PAGE 114] 





if it is flattering to the face and has 
some interesting detail. 

A note about heel heights: the ac- 
ceptance of flat heels by women has 
stimulated the desire for shoes on these 
heights in the young girls. Now that 
mother and older sister are wearing 
“flats,” the younger girl does not feel 
that she is being forced to wear some- 
thing-which, to her way of thinking, she 
has outgrown. 

Where may these shoes be obtained? 
Sport and everyday models, as we have 
already mentioned, are available in the 
lines of almost every manufacturer 
making shoes for growing girls. They | 
are also to be found in some of the 
women’s lines, particularly in those 
which feature low heel welt-types. The 
dressy styles, for the most part, are 
confined to those women’s manufac- 
turers who make casual or “flat” mod- | 
els. Fortunately, the number of these | 
is growing daily. There are, as yet, few 
manufacturers who specialize in shoes 
for this teen-age group; when that day | 





PROTECT YOUR HOME FROM 


TUBERCULOSIS 


dawns, these firms will find a ready- 
made market for their product. THE SHOE INDUSTRY'S TOP 
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© WHiLuiaM Is LIN & Co. INc. : 
: FOUNDED 1808 a 
= Our factoring service makes it possible Factors... 
= for the shoe executive to devote full time aia: toi 
= to production and selling activitiee—the ities bee 
= real source of profits. ef Sheen, teathe 
: I - invited eT te 
= 357 Fourth Avenue NEW YORK : 
= Branch Offices = 
LYNCHBURG, VA. GRAND RAPIDS,MICH. LOS ANGELES. CALIF. = 
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Portsmouth, Ohio; Johnson City, New 
York; St. Lovis, Missouri; and Brock- 


THE VULCAN CORPORATION 
General Offices: PORTSMOUTH, OHIO 


HEEL PLANTS 
Portsmouth, Ohio; Johnson City, New 
York; Tevtopolis, Illinois; and Roch- 
ester, New York. 








| Murphy to Travel for Wohl 





St. Louis, Mo.—E. E. Murphy is now 
covering the states of Washington and 
Oregon for the Wohl Shoe Company. 

Mr. Murphy has been with the Wohl 
organization for the past 24 years. He 
spent 12 years in the company’s retail 
division, then moved over to the whole- 
sale division where he worked his way 
up to the position of sales director be- 
fore taking a road job. 

Well known and liked, Mr. Murphy 
has a host of friends among shoe re- 
tailers, having spent many years in 
helping to solve their problems. 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


® Goodyear Welt Construction 

® Heavy grain leather innersole 

© Full leather midsole 

@ “Pancord™ no-mark outersole 

© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump prime elk uppers 

® Reinforced at all points of wear 


$3.85 


12-pr. cases. 
any sizes 
wanted. 

6 to 12 
immediate 
delivery 

8649 









The 


PILOT SHOE CO. 
31 Hopkins Place 


Baltimore 1, Md. 
Honest- made since 1889 
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A Correction 


Illustrating the feature article “New 
England Leads the Shoe Industry,” 
which appeared in Boot AND SHOE RE- 
CORDER, issue of Oct. 15, were repro- 
ductions of trade marks used by many 
of the leading shoe manufacturers of 
that section of the country. Included, 
through an unfortunate combination of 
circumstances, were two which, while 
belonging to the Charles A. Eaton 
Company of Brockton, Mass., are not 
at present a part of their manufactur- 
ing program. Omitted was the one 
they have made familiar from coast to 
coast—that of the Etonic Arch Shoes 


ETONIC ARCH 
hoes for) (Zid 


ULF ULLY STYE 


This is the trade mark used by the 
Charles A. Eaton Company. 


Behind the development of this trade 
mark is an interesting story which 
parallels the development of the shoe 
itself as the answer to an ever-growing 
demand for a complete line of good- 
looking shoes embodying the extra sup- 
port needed even by many normally 
healthy men of all ages. 

Following the selection of the name 
—Etonic Arch—and because the line 
includes a wide range of youthfully 
styled numbers, a slogan—“Solid Com- 
fort Skillfully Styled”—was coined and 
made part of the trade mark. Then, to 
tie in with the two-thirds of a century 
of fine shoemaking for which the firm is 
noted, the original trade mark of hunts- 
man and dog was also incorporated. 

To contribute to their comfort and 
enhance their style appeal, Etonic Arch 
Shoes for Men are made over specially 
coordinated right and left lasts to- 
gether with accurately graded right 
and left patterns, right and left heel 
bases, etc. The lasts are so designed 
as to permit the inclusion of the arch 
support from which this line derives its 
name. 


Testimonial Dinner in Fight 
Against Intolerance 


New York—Pro-democratic agencies 
fighting intolerance and bigotry in the 
United States were strengthened re- 
cently when more than 100 leaders of 
the hide, skin and leather industries 
met for a dinner at the Hotel Vander- 
bilt and pledged their support to the 
Joint Defense Appeal. Al Freed, chair- 
man, is leading the effort of the Indus- 
tries for the JDA. 

The affair was tendered as a testi- 





+ monial to Sigmund Farkash, of S. Far- 


kash and Company, and Benjamin H. 
Strauss, of B. H. Strauss and Company, 


by 
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CHOCOLATE BROWN UPPERS 
ORTHOPEDIC BROWN SOLES 











$1.65 
IN STOCK 
Men’s Sizes 6-12 $1.65 
Boys’ Sizes 1-5 $1.60 


Write for folder girls’ moccasins and slippers. 


CONJOR SHOE COMPANY 


co. 7-7972 


287 Broadway New York 7, N. Y. 





RUBBER SPONGES 


~~ 








SUEDE SHOE CLEANERS 


RUBBER SPONGES, —_ only, good for all 
shades. $13.20 per g 
BRASS WIRE BRUSHES : $18. 00 per gross 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















in recognition of their many years of 
leadership and support of philanthropic 
and communal causes. 

The Joint Defense Appeal, Mr. Freed 
explained, makes possible the combined 
activities of the American Jewish Com- 
mitte and the Anti-Defamation League 
of B’nai B’rth in combating the bigots, 
and other enemies of democracy. 

The total amount of gifts pledged, 
which was more than 25 per cent larger 
than the same group gave last year, 
Mr. Freed added, is a sincere endorse- 
ment of the fine work of the two de- 
fense agencies in their vigorous strug- 
gle to prevent any infringement upon 
democratic rights. 





Joins Worcester Firm 


Worcester, Mass.— John F. Clark, 
with the John A. Frye Shoe Co. for the 
past three years as vice-president and 
general manager, has resigned and is 
now with the Worcester Shoe Co. as a 
director. 

Mr. Clark has been identified with 
some of the leading shoe concerns in 
the United States and Canada and for 
about 15 years was president of his 
own company in Canada, manufactur- 
ing high-grade footwear. 
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Coordination Stressed 
At Boston Fashion Show 


Boston, Mass.—“Footlights on Fash- 
jon,” the Tuesday afternoon luncheon 
and fashion revue, was the highlight of 
Boston’s Victory Shoe Market Week 
with the stage and runway of the Stat- 
ler’s Imperial Ballroom bedecked with 
advance Spring footwear styles. Key- 
notes of the presentation were the 
availability, practicality, and good fit 
of all fashions shown, with emphasis on 
coordination with the new ready-to- 
wear Spring styles. 

Casuals in fabric and leather re- 
flected a trend toward neutrals, blond 
and off-white shades, and combinations 
of colors, like colored vamps with white 
platforms, and neutral uppers on dark- 
er wedges. Sling pumps were featured 
as the major selling item for Spring 
street wear with the wide-open sandal 
aclose runner up. The ballet shoe was 
a runway spotlight several times, coor- 
dinated with fashions ranging from the 
very casual to very high styled evening 
wear. 

Staged under the chairmanship of 
Jack Sandler, the fashion parade was 
guided by the commentary of Adelaide 
Hawley, MGM commentator and fash- 
ion editor of NBC, with James Curtis, 
Esquire’s men’s wear editor, taking 
over for the masculine spotlight. Trib- 
ute to New England manufacturers for 
“fashion in fit” was paid by Dorothy L. 
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BREAKFAST TASTES BETTER IN 
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AFTER A COMFORTABLE 
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In a class by itself 


CAVALIER 
BOOT CREME — 


Don’t become confused—there is only one polish like 
Cavalier Boot Creme—restoring color, polishing and 


preserving footwear in one simple operation. 


From 


the beginning, it has been sold on its merits, in con- 
stantly increasing quantities, by shoe dealers, and 


shoe dealers only. 


A first order is all the convincing any shoe man ever 


needs. 


Place this order today with your favorite 


wholesaler or write us direct. 


CAVALIER 


Baltimore 30 
Maryland 





COMPANY. 








Wallis, Women’s Wear Daily footwear 
fashion editor, in a showing of varied 
types of “available” shoes and ready-to- 
wear styles made in the New England 
market. 

Teen-age fashions were presented by 
Nancy Pepper of Calling All Girls in a 
short movie and runway program de- 
picting the change in the school girl 
from the old sloppy-sweatered, dirty 
sandaled bobby soxer to the new, “slick 
chick” teen-ager in trim, neat ready-to- 
wear fashions and shod in attractive 
sling back styles, ballet shoes, and 
loafer-types. As an added attraction, 
several of the “Fashions of the Times” 
were shown. 


August Shoe Production 


Shows Gain 
[CONTINUED FROM PAGE 105] 


gust, higher than both the July, 1945, 
and the August, 1944, figures. Total 
for the eight-month period was 38,685,- 
276 pairs, a gain of 23.3 per cent from 
the comparable period the year before. 
Infants’ and babies’ shoe production 
in August reached 2,879,424 pairs, a 
gain over both the July, 1945 and the 
August, 1944 figures. Total for the first 
eight months of 1945 was 23,802,951 
pairs, 26.9 per cent higher than the 
same months in the previous year. 
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WESTERN BOOTS 





APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 
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e SOLID COLOR 
e ALL BLACK or 
°e ALL BROWN 


Solid Leather Soles 


Fancy Stitching 


Ne. 3824 Black 
Ne. 3825 Brown 
SIZES 6-12 


ARNOFF SHOE CO_,INC., 101 Duane S?#.,N.Y.C 
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MEN'S CASUALS 
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KNOCKABOUT 


MOCCASINS 


Casual Type Moccasin. No-mark Sole 
Men’s sizes 7 to 11 
Also Better Grade Men’s Brown Genuine 
Goodyear Welt $3.65 
Immediate Delivery 
Write for folder Moccasin and Bowling Shoes 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 
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RUBBER FOOTWEAR 
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Manufacturers in Boston 
Continue Quotas 
[CONTINUED FROM PAGE 105] 


ing that the end of rationing meant 
an automatic and instantaneous return 


to the good old days of plenty. They 
were disappointed. 
Retail inventories, merchants re- 


120 


Returns to Former Post 


New YorK—Staff Sergeant Sam Bie- 
dell, recently discharged from the Army 
after three and one-half years of ser- 





SAM BIEDELL 


vice, has returned to Hubbard Shoe Co. 
of Milwaukee. He will cover the metro- 
politan area of New York and vicinity. 





ported, are low. Those handling men’s 
shoes reported that they could sell, o 
would, at least, like to have the oppor- 
tunity to place on sale, between 30 and 
40 per cent more shoes than they now 
have on their shelves. Among those 
handling women’s shoes, the consensus 
was that they could double their in- 
ventories and still have walk-outs be- 
cause of lack of styles or sizes. 

A vast majority of the exhibitors 
were at the Hotel Statler with a 
scattering few at the Copley-Plaza and 
the Parker House. The shoe district, 
however, shared in the oceasion, hold- 
ing open house for all comers in build- 
ings on South, Lincoln and Essex 
Streets. Manufacturers’ sales offices 
were open, as were those of whole- 
salers, and at times the crowd was al- 
most as great in the downtown district 
at it was in the Park Square section 
where the Statler is located. 

On the first day of the show, much 
interest was noted on the mezzanine 
floor where practically all materials 
and machinery exhibits had been 
grouped. Visitors there were mainly 
manufacturers for the first part of the 
day—men keenly interested not only in 
the machinery but in the new types of 
upper and soling materials, and desir- 
ous of getting the whole story as to 
what might be expected in the way of 
durability and color. 

Later, questioned in their sample 
rooms, shoe manufacturers expressed 
mixed opinions—which might have been 
expected, since the job of the maker is 
to use only those materials which he 
has reason to believe will be accepted 
by the public either on the “say-so” of 
the retailer or because of widespread 
promotion. Most men’s manufacturers, 
conceding that the so-called plastics 
and synthetics had come a long way in 
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WOMEN'S D'ORSAY 
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INDOR-EES 
Women's Leather Sole 


RAYON WEAVE D’ORSAY 


with white Bunny Fur Collar 





$1.65 

| 4 
2% 10 days, Net 30 

F.0.8. Chicage 

COLORS: Wine, Royal Blue 
Sizes: 4 to 9 


Packed 36 pr. te sizes. 
octer. 


case, asserted 
Minimum orders (8 pr. per 
Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 











perfecting their soling material, never- 
theless said they felt that the place for 
these soles for the present, at least, was 
in sport lines and not so much in dress 
shoes. Women’s manufacturers, how- 
ever, are adopting them much more 
freely and many lines were shown, 
particularly of play shoe types, in which 
these newer materials were used. 

Feature of the second day was the 
luncheon at noon, followed by an un- 
usually interesting presentation of 
styles modelled competently by profes- 
sionals who paraded a runway leading 
down the center of the Statler’s large 
ballroom. About 950 attended. 

Wednesday night saw approximately 
2500 visitors and exhibitors at Me 
chanics Building where a buffet sup- 
per was served followed by a show and 
boxing bouts, all staged in an atmos- 
phere reminiscent of the gay nineties. 

And, partly as an advertising stunt 
and partly as a prelude to export busi- 
ness for which the shoe industry hopes, 
a number of New England-created 
styles were despatched by plane t 
England where they were placed on 
exhibit in London. 
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Dates to Remember 
ted Shoe Travelers, Plank- 


Spring . Mid - Continent 


Travelers’ 


Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. 

December 2, 3, 4, 1945 

Annual Banquet, New England 
Shoe Foremen and Superinten- 
dents’ Association, Hotel Statler, 
Boston, Mass. January 5, 1946 

Michigan Shoe Fair, Michigan Re- 

a! Shoe Dealers’ Association 

and Michigan Shoe Travelers’ 

—- Hotel Statler, Detroit, 
January 13, 14, 15, 1946 

Middle el Shoe Retailers’ As- 
sociation, Philadelphia, Pa. 

January 13, 14, 15, 1946 


Statler, 
Buffalo, N. Y. January 20, 21, 1946 





NESLA Sponsors Educational 
Program for Executives 
Boston, Mass.—“The New England 


Shoe and Leather Association is spon- | 


soring an educational program for shoe 
executives in New England to train 
foreman in better management and 


personnel principles,” according to 
Maxwell Field, executive vice-president 
of the association. “This training 


course is another phase of our asso- 
¢iation’s postwar program which is 
how being promoted for the welfare of 
our industry,” said Mr. Field. 


The course offered formen and ex- | 
ecutives of shoe companies in Massa- | 


chusetts is being presented by Boston 
University’s College of Business Ad- 
ministration and is entitled “Work 
Simplification and Methods Improve- 
ment.” The course in 20 sessions cov- 
ers such important subjects as: Trends 
and principles in developing motion 
economy and methods for improving 
performance; Improving working con- 
ditions, work place layouts, etc.; Set- 
ting up performance standards; Train- 
ing and instructing operators in new 
methods—up-grading and improving 
workers’ skill; Methods of supervision 
—job evaluation principles; Develop- 
ment of time study procedure for mass 
production; Production planning, 
scheduling and control; Trends in qual- 
ity control. 


The committee which is supervising | 


this program consists of: Daniel J. 
Danahy, H. H. Brown Shoe Company, 
Worcester (chairman); Charles Slos- 
berg, Green Shoe Manufacturing Com- 
pany, Boston; Harold Cohen, Bee Bee 
Shoe Company, Manchester, N. H.; 
Robert Nelson, J. F. McElwain, 
Nashua, N. H.; Solomon Rosenbaum, 
Comfort Slipper Company, Fitchburg; 
Ben Weiner, Maine Shoes, Inc., Au- 
burn, Me.; Maxwell Field. 


November !5, 1945 





CERTAINLY it would be a great boon to the babies of 
America if Mrs. Day could step up her production to keep 


pace with the rapidity with which her tiny customers keep 
arriving. Every mother then would be able to fulfill her 
desire to have her child shod in healthful Ideal Baby 
Shoes. However, even though conditions have improved, 
it is still impossible to fill but a fraction of the demand for 
them. Dealers continue to receive Ideal Baby Shoes in 
fair, equitable quotas and they in turn fit each pair with 
the knowledge that it adheres to Mrs. Day’s time-honored 
standards of Quality in materials and workmanship. No 
wonder Mrs. Day’s Ideal Baby Shoes continue to be in 


such demand. 


mrs. DAY’s IDEAL sasy sHoE co. 


DANVERS MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO, ILLINOIS 


71 WEST 35th STREET 
NEW YORK 1, N. Y. 
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DISPLAY SHOE FORMS 
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CELLULOID — | ladies’, misses’, shildren’s —. flesh 
eolor heel heights and sizes—immediate 


delivery. 
Also PLASTIC (Lueite) DISPLAY SHOE STANDS, 
men’s or women’ s—attractive. 


Write for samples or details 
LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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INFANTS’ SLIPPERS 
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INFANTS SLIPPERS 


#9528 


Genuine Electrified 
Shearling Bunny 
with genuine 
shearling sole. 
| Colors: red and 
blue. Sizes 1-6. 


_—™ 
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Price $1.10. 





#9565 
Heavy Wool Felt 
Boot, printed with 
Playland design. 
Plain felt collar. 
Cushioned leather 
sole. Colors: red 
and blue. Sizes 
3-8. Price 85¢. 





#9577 
Genuine Shearling 
Faust with Snap 
Fasteners. Morocco 
Grain finished out- 
side. Heavy split 
leather sole— 
Shearling insole. 
Colors: red and 
blue. Sizes 3-8. 
Price $1.35. 


IMMEDIATE DELIVERY. Terms: 2/10 1/30 


WIGGLETOE SHOE CO. 


355 Bedger Ave. Newark 8, N. J. 




















New Selling Divisions 
For Craddock-Terry 


LYNCHBURG, VA.—In 1942 Craddock- 
Terry Shoe Corporation did away with 
its two principal sales divisions, the 
Craddock-Terry Company and the Geo. 
D. Witt Shoe Company General Line 
houses, and in their place established 
the men’s division of the Craddock- 
Terry Shoe Corporation and _ the 
women’s division of the Craddock-Terry 
Shoe Corporation. Now, in place of its 


At Army-Navy “E” Award Ceremonies 





Proudly displaying the Army-Navy "E" Flag, left to right: C. Chester Eaton, 
president of Charles A. Eaton Co.; Col. Bernard J. Finan; Charles C. Eaton, Jr., 
vice-president and general manager; Commander John J. Lawless; J. Paul Murphy 
Thomas Flood; Eaton employees at recent ceremonies in Brockton, Mass. 





C. Chester Eaton shakes hands with Alphonse W. Samson, president of the 
Brotherhood of Shoe and Allied Craftsmen, while Charlies C. Eaton, Jr., who is 
responsible for the entire sales program of the business, looks on. 





women’s division, it announces the for- 
mation of a new Miracle-Tread Divi- 
sion, featuring its nationally advertised 
line of Miracle-Tread shoes, and the 
Metropolitan Shoe Company Division, 
carrying its line of Charmtone Style 
shoes, 

In place of its men’s division it will 
have the American Gentleman Division 
carrying its nationally advertised 
American Gentlemen line of men’s 
shoes, and the National Shoe Company 
Division with its Sir Walter line of 
men’s shoes, American Boy shoes, and 
Lion Brand work shoes. 

These, with the Natural Bridge Shoe- 
makers, selling Natural Bridge shoes, 
and the Universal Shoe Manufacturing 
Company, selling make-up shoes, con- 
stitute its present selling divisions. 


Plastic Soles Win 
Consumer Favor 


New York—In a recent survey con- 
ducted by Plastic Products Corporation, 
Boston, Mass., to measure customer re- 
action to plastic shoe soling, many in- 
teresting statistics were uncovered, it 
was made known recently. 

The survey covered a six months’ 
period, and the sales of eighteen large 
shoe companies. Two million nine hun- 
dred and forty-one thousand three hun- 
dred and thirty-eight pairs of shoes, 
which had Vinylite plastic soles were 
sold. Of these, less than one-hundredth 
of one per cent were returned for all 
reasons, and six of these had been worn 
four to six months. Many of the largest 
companies had no returns at all. 
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~ BUNNIES. ctupren's searing supers-IN STOCK 


The price is right . . . the time is right . . . downright swell 
buys. Fast sellers. The exceptionally low price at which you 
can buy these, makes them “sales leaders." 


Your order now means prompt delivery 





Children's $1.15 per pr. 
Children's Electrified Shearling Slipper. Genuine 
leather sole. Colors: Cream, Blue, Red. Sizes: 2 to 
5 infants’; 5 to 10 children's; |! to 2 misses’, see 
per pr. 


Individually 
Boxed 


2% 10 days 
net 30 
F.0.B. Chicago 






67Vac per pr. 
Infants’ and children's 


Genuine leather sole, edge binding, stay, and pom 
pom of contrasting color. Available in acrolite or 
natural, Sizes: 2 to 5 infants’; 5 to 10 children's; 
1! to 2 misses’, 75¢ per pr. 


SHOE SALES DISTRIBUTORS 


209 S. State St. - - 


Chicago 4, Ill. 














Manufacturing and Markets 
[CONTINUED FROM PACE 84] 


ers know that after January 1 their quotas might be in- 
creased over the present year. 

But these are isolated instances where the lights are be- 
ginning to appear in the near future, but not just now, for 
the grim fact is that some monthly quotas of retailers are 
not being filled at this time, although they had been during 
the war. 

Also, some manufacturers who had been expected to be 
able to increase production within a short time after V-J 
Day have been disappointed, both in the matter of getting 
additional materials or more help to fashion them into 
footwear. Not enough time has elapsed since V-J Day for 
the re-building of retailers stocks, nor have conditions been 
right for it. 

Because the truth of the matter is that so many increases 
in costs have taken place that present ceiling prices cannot 
absorb them, and adjustments must take place all along 
the line if manufacturers of many lines of shoes are to pro- 
vide reasonable profits for those who make them, as well 
as those who fit and sell them. 

When adjustments are made, as they will have to be, 
which will not only take into account the added cost of 
materials, but also any unpward revision of labor costs 
which may be made—when everybody finally “gets down 
to work”—a long era of prosperity for the entire shoe in- 
dustry, and that includes retailers, of course, is foreseen. 

In preparation for that later time, shoe manufacturers of 
Rochester and vicinity are preparing to increase produc- 
tion; retailers are looking forward toward increased sales. 


November 15, 1945 


Expect Raw Material Increase 


[CONTINUED FROM PACE 99] 
probably few if any tanners who believe that price can be 
construed as a true index of profitability. 

“The work in your trade association has demonstrated 
that every producer is suspended between the opposing 
pressures of raw material costs and leather selling values. 

“Sometimes there is good reason to believe that this prob- 
lem has been seen more clearly by OPA than by the tan- 
ners. Yet, on the whole, this industry has not fared too 
badly and it is to your credit that the support you have 
given to OPA has made it possible to maintain leather prices 
at a level, fundamentally consistent with the objectives set 
forth in the original regulation, RPS 61, that came into 
being on December 29, 1941.” 

Other prominent speakers on the program of general 
sessions or round table discussions included Lewis B. Jack- 
son, chief of the Hide and Leather Branch of War Produc- 
tion Board, who spoke on “Domestic Controls”; Harold 
Connett, WPB consultant, who discussed “International 
Hide and Skin Problems”; Albert O. Trostel, Jr., who gave 
the report of the National Affairs Committee, of which he 
is chairman; William H. Mooney, chairman of the Veterans’ 
Re-employment Committee; Dr. Fred O'Flaherty, director 
of Tanners’ Research Laboratory, who spoke on “Postwar 
Problems in Leather Research”; George Hodge, manager 
of Labor Relations for International Harvester Company, 
“Industrial Labor Problems,” and John Scoville, consulting 
economist, Detroit, whose subject was “Business Trends.” 
Edwin B. George, economist for Dun & Bradstreet, Inc.. 
presided at the réund table discussion November 2, and 
Irving R. Glass, economist for the Tanners’ Council, was 
the chairman the following day. 
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WORK SHOES 
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STEEL TOE 
SAFETY SHOES 











Union Made 
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MEN'S SLIPPERS 
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MEN'S BROWN ROMEO SLIPPERS 


Chrome Leather Soles 


\ $9.35 










Sizes 6-11 
IN STOCK IMMEDIATE DELIVERY 
for folder 


Write 
CONJOR SHOE CO. 


287 Broadway New York 7, N. Y. 
CO. 7-7972 











SO Fe ee OP Oe OP ee eee 


BALLET SLIPPERS 
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HOLL, 


ansen °% 


Made in California 


of 





Ballet Taps 


JANSEN SHOE CO. 
Manufacturers 
7408 MELROSE 
HOLLYWOOD 46, CALIFORNIA 
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La Valle Luncheon for Press 


New YorkK—“A shoe must be both 
good fashion and good health.” So 
Dominic La Valle defined the essentials 
of any shoe at a luncheon given recent- 
ly by the Abbott Kimball Company for 
the purpose of permitting the fashion 
press to discuss shoe futures with Mr. 
La Valle. Desirous of stimulating new 
ideas, he offered to make a pair of shoes 
from the design suggested by any of 
the guests, provided, he added, that the 
idea was practicable. He also offered 
to make a complete shoe wardrobe for 
any of the publications represented for 
use on their fashion models. 

In the question and answer period 
allowed at the end of the luncheon, Mr. 
La Valle was asked whether or not 
there would be more lower heels, and 
replied that he didn’t expect any 
change. In answer to a question re- 
garding ankle straps, he answered that 
he considered the success of ankle 
straps depended on the ankle; not all 
women could wear them. As to the 
question of novelty colors he answered 
that there would be a certain amount of 
colors. “The tanners will do the best 
they can,” he said. 





Adopt Insurance 


Plan for Employees 


NEWMARKET, N. H.—Announcement 
of an employees group insurance plan 
has been made by the Sam Smith Shoe 
Company, here. The company has ar- 
ranged with the Travelers Insurance 
Company for the following plan and 
coverage for all employees. Group in- 
surance plans are usually cooperative 
with the employer and employees shar- 
ing the cost. In this case, the arrange- 
ment has been planned so that the 
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Providing 


X-RAY SHOE FITTING 
at NOMINAL COST 


$395.0 


AC 110 V 
60 Cye. 






APPEARANCE PLUS QUALITY 
“Built by M. B. ADRIAN” 


Write for literature 





REPLACEMENT PARTS FOR YOUR PRESENT 
MACHINE AVAILABLE NOW 


M. B. ADRIAN & SONS X-RAY CO. 


3117 S. Legan Ave. 2507 S. Howell Ave. 











Milwaukee 7, Wis. Milwaukee 7, Wis. 





entire cost of the protection will be 
borne by the company. 

The plan calls for the following 
coverage: life insurance, accidental 
death and dismemberment insurance, 
weekly accident and sickness benefit, 
daily hospital benefit insurance, surgi- 
cal fee insurance. 








Send 8th Gift Box to Former Employes 





Peabody, Mass.—Despite the war's end, 1200 employes of A. C. Lawrence 


Leather Company will receive gift boxes this Christmas. 
company's employes were in the armed services. 
ed 136 veterans back on the payroll at the end of October, with the number 


A total of 1421 of the 
The company's service flag 


increasing daily. This is the eighth gift box that the company has sent, the first 
boxes going out in December, 1941, the second in December, 1942, and each Easter 


and Christmas since then. 
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Straus Directs Wohl 
Wholesale Division 





St. Lowis. — Jay D:; Straus was re- 
cently appointed sales director of the 
Wholesale Division of Wohi Shoe Co., 


here. Mr. Straus has been with Wohi 
for 13 years, starting in the stock 
department. 





Class Graduates from 
Army Orthopedic Clinic 

Boston, Mass.—The second class of 
the Boston Quartermaster Depot’s 
Orthopedic Footwear Clinic’s School 
for Orthopedic Mechanics was gradu- 
ated recently in a simple ceremony pre- 
sided over by Colonel Bernard J. Finan, 
Depot Commanding Officer. 

The seven members of the class re- 
ceived individual letters of commenda- 
tion from Colonel Finan for their suc- 
cessful completion of the course. The 
graduates were under the supervision 
of Major S. S. Steinburgh, Orthopedic 
Consultant to the Clinic. 

The graduates will return to their re- 
spective hospitals ready to put into 
practice the Army’s orthopedic foot- 
wear program. The first graduating 
class has already begun the program 
and their efforts will be augmented by 
the newly trained men. A third class is 
being formed and classes will start 


soon. 


Style No. 1728 
Men’s & Boys’ 
Full Sizes 5-12 
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MADE BY THE HOUSE OF 


HEYWOOD 


N WORCESTER, MASS 
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W. C. Young to Represent 
Nunn-Bush 


MILWAUKEE, Wis.—Nunn-Bush Shoe 
Company has announced the addition 
of W. C. (Bill) Young to its sales force. 
Mr. Young, who will travel the North- 
ern California territory formerly 
served by the late F. J. Lorenz brings 
with him years of retail shoe and mer- 
chandising experience. 


$450 






THE ARNOFF SHOE CO., IO! DUANE ST., 





To Handle Shoe Firm’s 
Advertising 

St. Louis, Mo.—The advertising ac- 
count of Johnson, Stephens & Shinkle 
Shoe Company, makers of Rhythm 
Step Shoes, has been placed with the 
Gardner Advertising Company, St. 
Louis. Bea Adams, vice-president of 
Gardner, is serving the account. 


Slipon-Casuals=n CHRISTMAS GIFT 


© Finely Woven Khaki Duck Uppers 
© Drill Lined Throughout 

¢ Oak Leather Soles 

® Rubber Heels 

© Simulated Leather Trim & Binding 
¢ Extra Flexible Prewelt Construction 


Suitable for INDOOR and OUTDOOR 


wear. 


IMMEDIATE DELIVERY 


Me Ve C. 





November 15, 1945 
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Another 


“INDOR-EES”’ 
California Process 
Leather Sole 
Embroidered Mule 
$5368 





2% 10 days, Net 30 
F.0.B8. Chicago 





COLORS: Red, Royal Blue 
_ Light Blue, Black 
Sizes: 4 to 9 
36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 














CHILDREN'S SLIPPERS 


— 














CHILDREN’S SHEARLING SLIPPERS 


READY FOR IMMEDIATE DELIVERY 


Shearling. Slipper Whole Sizes 

Only . . Sines 5 fo 10..$1.17%4 Net 

M7239—Also in Royal Bive. 

R7239—Also in Red. 

$7240—Misses' Natural. Sizes 11 to 2 
$1.27/%_ Net 

a -fie te Set Re. 


R7240—Also in Red 
GROVES SHOE COMPANY 


311 W. Monroe St. - Chicago 6, Minois 
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In New Offices 





St. Louis, Mo.—Ed. D. Glasser, well 
known representative of D. Myers & 
Sons, iInc., of Baltimore, Md., re- 
cently opened new and attractive offices 
here at 1236 Washington Avenue. Mr. 
Glasser is well regarded by the shoe 
trade in the Middle West. 





Spring Shoe Lines 
At Chicago Showing 


CHIcaGo, ILL.—The interest of both 
the trade and the public in new shoe 
lines was strongly evidenced at the re- 
cent four-day show held by the Chicago 
Shoe Travelers’ Association at the Mor- 
rison Hotel. This was the first show to 
be held by this group since last March 
when ODT regulations forced them to 
cancel their monthly presentation. This 
latest showing drew more than double 
the usual number of exhibitors, the 
great majority of them manufacturers’ 
lines. For the first time in many years 
this travelers’ affair attracted buyers 
from Hawaii, Texas, California and 
Washington, in addition to the many 
mid-western states. While the majority 
of them would have liked “immediate 
delivery” written upon their orders, 
they were nevertheless satisfied to plan 
on “when and if.” 

New Spring lines included extensive 
showings of low heeled shoes, especially 
sling-backs, evidence that manufac- 
turers anticipate the continuance in 
popularity of the comfortable last. The 
very high heeled shoe was likewise 
stressed throughout, in many instances 
rising as high as 23/8 and 24/8. The 
two extremes have registered impor- 
tantly throughout the country, for prac- 
tically every buyer wanted “some of 
each.” The Ballerina last is a novelty 
of this season which will also carry on, 
for the many versions, some on low 
wedge soles, others mounted upon 6/8 
and even 3/8 heiehts, were included in 
a large majority of orders. Platform 
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Sizes 5-1! 1. 
immediate Delivery 
Write for folder — other slippers, moccasins, etc. 


36 pairs to case 


CONJOR SHOE CO. 


287 Broadway Co 7-7972 New York 7, N. Y. 





soles, preferably covered with leather, 
are another earlier novelty that have 
become staples. 

Non-rationed shoes, which during last 
Winter’s and last Spring’s showings 
were prominently shown, are today con- 
spicuous by their absence. All manu- 
facturers have apparently steered away 
from the fabric shoe and the synthetic 
sole, believing that for some time to 
come, at least, the public will reject 
these as smacking of wartime substi- 
tutes. With light-weight leathers scarce 
and patent practically unobtainable, 
these leathers were, of course, in 
the minority. Calfskins were shown 
throughout in various browns: Town 
brown, Army Russet and Turf Tan. 
Some reds enlivened the picture and 
navy was in evidence. Reptiles, on the 
other hand, were comparatively few. 

The next regular showing of this 
group will be held at the Hotel Morri- 
son on November 26 and 27, thus re- 
verting once again to a two-day show- 
ing. This will be the last show of 1945 
as none is planned for the month of 
December. 





Expect Large Attendance 
At Milwaukee 


CHIcaGo, Itu.—According to Ralph 
Wolpe, president of Associated Shoe 
Travelers, and Herman Larkey, secre- 
tary-treasurer of the group, the com- 
ing show at the Plankinton Hotel, Mil- 
waukee, promises to be one of the 
largest in the history of the group. All 
sample rooms have been taken. 

There will be a meeting of Wisconsin 
retailers at the same hotel on Sunday, 
November 18th. 
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New Scuffs Have 
Moccasin Design 





New York. — New scuffs styled like 
moccasins are introduced by the |. B. 
Kleinert Rubber Company. As the first 
new Bedtimer style to be produced since 
1942, these moccasin scuffs incorporate 
many new features developed through 
three years’ research and experimenta- 
tion. Responding to the demand by 
women for closed toes in bedroom slip- 
pers, these scuffs were designed on 
moccasin lines. They are made of cotton 
chenille with contrasting chenille trim. 





Tobin Named Officer 
Of New Shoe Group 


New YorK—Shoes Associated has 
announced the appointment of Gregory 
J. Tobin as executive vice-president. 
Mr. Tobin recently concluded his work 
with the War Department where he had 
been in charge of the operation of the 
Army’s entire footwear procurement 
program. He is holder of the Army’s 
highest civilian award—The Emblem 
for Exceptional Civilian Service—given 
in recognition of his achievements in 
this capacity, and for the development 
of many new types of Army footwear, 
including the new combat boot, and 
boots and shoes for the Wacs and 
Nurses. 

In July, 1941, at the request of the 
War Department, Mr. Tobin’s services 
were loaned by R. H. Macy & Company 











to assist the Army in meeting early 
footwear problems of the military. 
After Pearl Harbor, his services were 
again requested for the duration of hos- 
tilities and he left R. H. Macy, where 
he had managed several departments, 
including men’s, boys’, children’s and 
girls’ shoes, to devote his entire time to 
the Army. 

Shoes Associated will establish an 
office in New York City. An announce- 
ment of the exact location of the office 
will be made in the near future. 





Town and Country 
Adopt 7AA Sample Size 


St. Louis, Mo.—Town and Country 
Shoes have announced that they will 
henceforth use size 7AA as their sam- 
ple size. Virgil Lipscomb of the firm 
stated in the announcement of the 
change that the American woman’s 
widespread participation in sports and 
business and her insistence on better fit 
have resulted in the necessity for a 
new conception of shoe sizing. 
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So what's the use of fooling around with second-best mate- 
rials when experts* agree and all wear-tests prove that 
Genuine Grain Leather Box Toes hold the toe shape best. 


OES 


festa, 


Box 


keep your customer's foot-happy, too, because they don't seal up 
the most confined and least ventilated part of the shoe. 


Sead §/% FREE BOOKLET: 


“The INSIDE STORY of 2 Pairs of 
Shoes” . . . an actual case-history of 
vital importance to you in considering 
your post-war plans. 


C. S$. PIERCE COMPANY 
Brockton 62. TWMassachuselts. 





Today’s average feminine foot, he 
said, is a far cry from the former 4B 
providing a sounder foundation for the 
thousands of miles and the numerous 
activities the American woman takes in 
her stride each year. 

“Why, then,” asked Mr. Lipscomb, 
“should the retailer continue to be 
shown a size 4B, as a sample size? Why 
should shoe manufacturers go on giving 
the shoe buyer a chance to say, that 
shoe’s a honey in a 4, but how will it 
look in a 7 or 8?” 

The psychological effect on the con- 
sumer who wears a size 7 or over is not 
to be overlooked. When she learns that 


7AA is the true yardstick, any self- 
consciousness concerning the size of her 
foot will be dispelled. 

The service to the retailer is obvious. 
He can visualize the shoes on the feet 
of his customers, without the necessity 
of trying to imagine what a 4B sample 
shoe will look like elongated to fit his 
actual customers. 


Handling Johansen Account 


St. Louis, Mo.—The advertising ac- 
count of Johansen Brothers Shoe Com- 
pany has been placed with Oakleigh R. 
French and Associates, St. Louis. Gor- 
dan Hertslet in handling contact. 
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YOU PLEASE 


your customer who wants a stylish 
shoe to fit feet distorted by 
Bunions and Enlarged Joints by 
using Fischer Bunion Protectors. 





the reason it is con- 
sistently advertised 
in consumer maga- 
zines. 


Boe ceenectOn 
Ask your Shoe Finders 
Deeler. He will be 


Made of Mia uns strap leather and wool felt 
There is a ready de- 
mand for _ Fischer 
Bunion and Enlarged 
Joint Pectesters for } 
BEFORE AFTER 

glad te supply you. 

ON THE MARKET FOR OVER 40 YEARS 
THE FISCHER MFG. CO. 
3622 N. Downer Ave. 
Milwaukee !!, Wis. 
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Few Cities Report I Ration-End Rush 


Business Up in Most Stores Siecle the Country, But Not in 
Excess of General Upward Trend—Stocks Low in 
All Sections 


New York.—Contrary io expecta- 
tions, nothing like the anticipated stam- 
pede developed in shoe stores all over 
the country after the lifting of ration- 
ing. In fact, shoe men in all sections 
reported surprise at the lack of interest 
in shoes on the part of the public—now 
that no coupons were needed for their 
purchase. The general belief was that 
human nature, contrary always, never 
wants what it thinks is plentiful; since 
the public has no real awareness of the 
shortage of shoe stocks, it is content to 
hold off on its footwear purchases until 
later. 





Los Angeles Public Back 
to Prewar Habits 


Predictions of a great buying surge 
when shoe rationing ended did not ma- 
terialize in Los Angeles. One day’s 
flurry, and the public went back to its 
prewar favorite stores and prewar 
methods of buying. 

Only one big change was noted, and 
that was discounted far in advance by 
all shrewd buyers: all interest in non- 
rationed types in all grades of stores 
ended with the ending of rationing. 

OPA’s many press releases on the 
possible ending of rationing confused 
the public, which was probably the in- 
tent of the releases. When rationing 
ended, the public took it as a matter of 
course. 

Stores operating in top grades of 
women’s shoes are limiting purchases 
to two pairs per person, although down- 
town stores are not putting on any 
restrictions as yet, and sales of several 
hundred dollars are a common occur- 
rence again. Regardless of the store, 
almost all interest still centers around 
fine shoes. 

As a whole, stocks are some 50 per 
cent of normal in women’s and men’s, 
and some 25 per cent of normal in chil- 
dren’s. Men’s inventories are building 
up satisfactorily, women’s more slowly 
but surely, and with children’s shoes, 
demands far exceed present and pos- 
sible replacements. 

In men’s stores the number of cus- 
tomers remains about the same, but the 
double-header is pushing the volume 
figures up to record-breaking totals. 





No Stampede in Cleveland 


Shoe merchants in Cleveland claim 
that, although the end of shoe rationing 
brought brisk business, there was no 
stampede. As a matter of fact, many 
believed that heavier days had been 
noted under rationing. Downtown 
stores seemed to feel the stimulated 
demand more than neighborhood stores. 


Some of the latter reported that busi- 
ness was merely normal. As a matter 
of fact a few visited by this reporter 
were actually quiet. 

Shoe store and department managers 
are a little fearful that stocks will not 
hold out unless there is some relief from 
the manufacturers. One department 
claimed that stocks were the lowest in 
its history. 

At the same time there has been no 
cause to change hours or try to control 
crowds, because the demand has not 
gone out of bounds. Most stores, while 
quite busy, have been well able to take 
care of all customers without trouble. 
It is felt that rush conditions will defi- 
nitely subside, and that where business 
has been unusually brisk it will sub- 
side to normal volume. The difficulty 
has been to provide a reasonable range 
of styles and sizes. 





Denver Merchants Unenthusiastic 


The end of rationing brought no 
cheers from shoe retailers in Denver. 
The day found them with very low 
stocks, and many stores with big stocks 
of non-rationed shoes. 

“There was little sense to ending ra- 
tioning at this time,” said one manager, 
“when we have hardly any shoes on 
hand.” Some blamed the OPA for this, 
others didn’t blame anyone. None an- 
ticipated any shortage of shoes in spite 
of low stocks, but most feel normal con- 
ditions are months away. 

Two large stores reported a definite 
increase in business the first two days 
but felt that it would slow down soon. 
“Things will be back to normal within 
a couple of weeks,” predicted one man- 
ager. None of the stores are doing any- 
thing as yet to control consumer de- 
mand, nor are they cutting store hours 
nor rationing shoes on their own 
accord. 





Buffalo Shoe Men Unprepared 
for End of Rationing 


Many Buffalo shoe dealers were 
caught unaware by the lifting of shoe 
rationing. There were not enough shoes 
on the shelves to take care of the rush 
that was anticipated, but the rush did 
not materialize. There was increased 
buying, but not beyond reason. Several 
merchants reported that older women, 
whose children had monopolized the 
family shoe stamps during rationing, 
were now buying for themselves. 

Another thing that did not develop 
was multiple buying. In some cases, 
people came in and bought two or three 
pairs of shoes at one time, but this was 
the exception, not the rule. 
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A shoe manager in one of the large 
department stores reported that busi- 
ness had picked up about 50 per cent. 
Several expressed the opinion that peo- 
ple had been slow to realize that ration- 
ing had been lifted. 

Stocks are short in most stores, and 
there is a dearth of choice. One shoe 
man remarked that as soon as people 
know they can buy any shoes they see 
with no strings attached, they are per- 
fectly willing to wait before shopping. 





Buying Normal in St. Louis 


The first week of post-shoe rationing 
in St. Louis failed conspicuously to de- 
velop a buying rush. A survey of six 
stores in the first business hour after 
release disclosed a total of four custom- 
ers. The first two days’ sales were up 
not more than 10 per cent, after which 
they dropped back to normal position 
in the steady upward trend which has 
been manifest the last two months. 

The week’s buying generally was far 
under that of several scare periods dur- 
ing rationing, and dealers were confi- 
dent supplies will prove fairly ade- 
quate. Stocks. are 30 to 40 per cent 
below a satisfactory level, but deliveries 
are reported good, shipments now being 
received almost daily as compared with 
monthly shipments a short time ago. No 
consumer controls of rationing. are- in 
prospect. Bho. # 

A notable initial change was'a trend 
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CHILDREN'S ALL 
LEATHER SLIPPER 
Style No. 308 


e $4.45 


Exhibiting at the following shows: 
Oklahoma City, Okla.; Dallas, Texas; Grand Rapids, Mich. 
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Construction 
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Color: Brown 


Sizes: 6-3 
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Rejoins Sun Shoe Mfg. Co. 





Chicago, lll.—Hans Hoffman has re- 
turned fo Sun Shoe Mfg. Co., here, after 
his discharge from the Army. He will 
cover St. Louis, the South, Southwest 
and the West Coast. 





toward more moderate-priced footwear, 
particularly in men’s shoes, and a cor- 
responding dipin the higher grades. 
This was partly credited to an unusual 
volume of sales to ex-servicemen, who 
comprised an estimated 20 per cent of 
the male customers. Women were buy- 
ing. in somewhat greater ‘numbers, 
mostly filling gaps in their high-style 


The NEW Customer Winning 
IeT*S Super Heel 
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Super-fit 
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Ask your Jobber— 
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contract work. 


THE 1-T-S COMPANY 
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They were limited, 
however, by poor size selection in many 
patterns. 

Absence of a buying wave was at- 
tributed to public confidence in WPB’s 
assurance that shoe output will equal 
normal prewar demand by next month. 


shoe wardrobes. 





Rush Develops in San Francisco 


The end of shoe rationing brought a 
rush of buyers to most San Francisco 
shoe retailers. Many customers went on 
a buying spee and purchased several 
pairs to replenish their depleted ward- 
robes. Most merchants had anticipated 
the event and tried to prepare for it 
with as complete stocks as possible. The 
general opinion was that there would 
be a rush for a few days which would 
soon taper off. Many stores took all the 
business they could get with the thought 
that the demand would soon drop back 
to old levels and they might as well cash 
in while they could. Others apportioned 
their stocks on a daily quota basis, and 
some closed their doors when the day’s 
quota had been sold out. Stocks of mer- 
chandise are in fair condition for nor- 
mal trade, and if the first rush tapers 
off as expected, there will be sufficient 
to take care of needs until the new 
stocks are available. Dealers seem glad 
that rationing is over and are making 
plans for aggressive merchandising ef- 
forts as merchandise becomes more 
plentiful. 
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» SHOE BEAUTIFIERS - 
by 
DANIELS 











DANIELS SCOOPS AGAIN! 


PIRATE #111 
Beautiful bows —HAND PAINTED—on Suede, 
Patent Leather or Calf. Black, Red, Navy, Brown, 


— $1.50 per pair 


No Less Than 6 Prs. Orders Accepted 
IMMEDIATE DELIVERY 


DANIELS MANUFACTURING CO. 
5401 - 18th Avenue, Brooklyn, N. Y. 





WOMEN'S D'ORSAY 








INDOR-EES 
Women's Leather Sole 


BENGALINE D'ORSAY 


with embroidered vamp 





$7.85 
a pr. 
2% (0 days, Net 30 
F.0.B. Chicage 
COLORS: Royal Blue, Wine 


and Black 
Sizes: 5 to 9 


Packed 36 pr. te case, assorted sizes. 
Minimum orders 18 pr. per coler. 
Immediate Delivery 








Play ppers—Sport Shoes 
19 So. Wells St., Chicago 6, lil. 











Buy Victory Bonds 














About Shoe People 





Alden Berman has been appointed a 
divisional merchandise manager of the 
Wm. Hengerer Co., Buffalo, N. Y., with 
supervision over the women’s footwear 
department. He has been with the 
Hengerer organization since 1936 as 
buyer of shoes. 

. * 7 

S. B. Karp has bought the Berlin 
Bootery, Berlin, Wis., from A. K. See- 
huus, and G. C. Seehuus, former own- 
ers.* Mr. Karp, whose former home 
was in Milwaukee, has had 20 years 
of experience in the shoe business. 

* > * 

Miss Amy Bernstein, buyer of child- 
ren’s and men’s shoes for Abraham & 
Straus, Inc., Brooklyn, N. Y., will be 
in charge of the New York office of 
Cobbler’s, Inc., in the Marbridge Build- 
ing. She will operate the office under 
her married name, Mrs. Monnes. 

« + . 


Pierre Moughalian left Cairo, Egypt 
by plane on October 17th and arrived 
in New York the following day. His 
firm has represented several manufac- 
turers in that city for 40 years. 

- * 


Edward C. Pease, who operated the 
Edward C. Pease Co., The Dalles, Ore., 
has sold out and is retiring. He still 
owns the building in which the store 
is located. William C. Pease, who has 
managed the store for many years, has 
purchased the stock and will carry on 
in the same location under the name cf 
William C. Pease Quality Shoe Store. 

* * - 

Michael Harris is now representing 
Roth, Rauh & Heckel, Inc., ig the 
Southern territory. Emory Gronvold 
is covering the Pennsylvania territory 
for the firm whose headquarters are in 
Ripley, O. 

> * + 

Alexander Josephson, formerly a 
partner in Beta Footwear Co., Paterson, 
N. J., has severed his connection with 
the firm. Sidney Friedman will con- 
duct the business from now on. 

7 . + 


Edmund G. Anderson is back in the 
New York office of Carlisle Shoe Co. 
after four and a half years in the 
Navy. As a lieutenant, senior grade, 
Mr. Anderson commanded a mine 
sweeper in the Caribbean and then in 
the Philippines. He was with the Car- 
lisle Shoe Co. for six months before 
he entered the Navy, and before that, 
with Lord & Taylor for three years. 


Charles Fox is a welcome returnee 
to the firm of Zuckerman & Fox, New 
York, after a twenty-six month career 
in the Army as a T-5. Mr. Fox work- 
ed on Army publications and aided 
their distribution to Army personnel, 
and was with the First Army after its 
return to the United States. 


Dr. H. Burton Le Vine, of Burton’s 
Shoes, Paterson, New Jersey, has 
signed with station WPAT for d five 
minute newscast daily. 


. 8 © 


Ernest J. Nichols, who has been con- 
nected with the shoe industry for many 
years, has joined the sales staff of the 
Brockton Cut Sole Corporation Brock- 
ton, Mass., covering Pennsylvania, 
Maryland and Virginia. He will con- 
tinue to make his home in Hanover, 
Pa., where he has lived for 23 years. 


* * * 


Sam T. White, with an excellent 
background of retail experience gained 
in the better shoe stores in California 
is to open his own retail shoe store 
in Coronado, Calif., about February Ist. 
A quality line of shoes for the family, 
with the accent on women’s footwear, 
gloves, hosiery and bags, will be fea- 
tured in the new store which will oper- 
ate under the name of White’s Shoe 
Store. 

> ~ . 

Lawrence B. Russell, treasurer of the 
W. L. Douglas Shoe Co., Brockton, 
Mass., has returned to active duty in 
that capacity, following discharge from 
military service. He joined the U. §. 
Navy in June, 1941, and has been com- 
manding officer of an LST in the Medi- 
terranean. He is grandson of the late 
W. L. Douglas. 

7 + . 

Gordon Evans of Lewis & Reilly, 
Inc., Scranton, Pa., was named to the 
board of directors of the Pennsylvania 
Retailers Associatiun at the annual 
meeting of that organization at Har- 
risburg recently. 

2 * 7 


Ebbie Lance, Jr., World War II vet- 
eran, has joined the staff of Coggins 
Shoe Store at Marietta, Georgia, as 
salesman. He was employed by the 
Southland Ice Company when with the 
National Guard unit, he entered the 
service in 1940. He served in North 
Africa, Italy, and Southern France. 


* * * 


After two years of service, Sgt. 
Melvin Cowen, who was discharged 
from the Army at Ft. Riley Separation 
point recently, will become actively as- 
sociated with the Cowen Shoe Store, 
Junction City, Kans., in which he has 
been a partner for several years, ac- 
cording to reports. Sgt. Cowen’s sis- 
ter, Mrs. David O. Miller and Mr. Mil- 
ler also will continue with the store. 


Walter Lupien has resigned as fure- 
man of the finishing and packing room 
of the Hubbard Shoe Co. factory, East 
Rochester, N. H. 


A new shoe store has been opened 
in Manchester, N. H., with C. Easie as 
the proprietor. 
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PRIMA-TIVES 


--- Balle? Casuals 


First playshoe to be made of genuine doeskin. True ballet 
sandals adapted te outdoor wear. __ All leather handmade. 
Featured in leading fashion All h 
sewed. Available in black, pastel — blue, green, gold and 
They're washable! 


(s 
Size—3 to 9, medium width, full sizes 
Packed—36-pair cases 
Terms—Net 30 
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Coler Coordination 
Stressed at Exhibit 


New York—Color coordination of 
shoes and accessories with leading 
ready-to-wear fabrics is again being 
brought to the fore by the Ohio Leather 
Company in its first exhibit since the 
beginning of the war at its New York 
office, 2 Park Avenue. 


The display, planned and assembled 
by Miss Doris Beechman, style au- 
thority of the Ohio Leather Co., had 
been a seasonal occurrence before the 
war with the object of giving a prac- 
tical demonstration of the basic leather 
colors in coordination with style colors 
in clothes. 

The present Spring exhibit has the 
added functions of showing the various 
colors in which a particular leather is 
being tanned, and the reintroduction of 
a rice-like grain leather called Pekoe, 
which is being used exclusively for 
bags. In the smooth leathers, the basic 
colors are being used: black, navy, 
Town Brown, and Cinnamon Tan (be- 
tween Turftan and Army Russet) 
which cover every neéd for correct co- 
ordination with the ready-to-wear fab- 
ric colors. Only the reptile grains, es- 
pecially alligator, have been dyed in 
the three novelty colors—red, green, 
and amber light—being promoted by 
the company as traffic light colors and 
offering exciting costume contrasts. 

A complete coordinated ensemble 
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story is told in shoes, bags, belts, gloves, 
and umbrellas, with a background of 
ready-to-wear fabrics in the leading 
Spring and Summer colors. 

The principal style idea for the two 
seasons noted by Miss Beechman and 
George H. Mealley of the company, is 
the possibility of interesting coordina- 
tion in different leather finishes—an 
alligator bag with calf shoes, for in- 
stance. Contrast, or blending of colors, 
rather than perfect matching of all 
accessories, is featured in the display 
as style and promotion improvements. 





Ex-Servicemen at 
West Coast Meeting 


Los ANGELES, CALIF.—A substantial 
number of ex-servicemen, now back at 
their old jobs as shoe factory repre- 
sentatives, gave life to the recent meet- 
ing of the West Coast Shoe Travelers 
Associates. Representatives of the 
Fiske Rubber Co. outlined how the as- 
sociation could be served by the com- 
pany through buying tires on 2 fleet 
price basis, after tires became some- 
what plentiful. Harry Laskey, man- 
ager of shoes for Shillito Department 
Store in Cincinnati told of the work- 
ings of the Cincinnati Shoe Club. Mr. 
Laskey; Joe Schwartz of Bullock’s, Los 
Angeles; Dick Phillips, Spalsbury- 
Steis-Deevers, St. Louis; L. R. Burg- 
dahl, assistant merchandise manager 
























at Bullocks; M. Falkenstein, Wetherby- 
Kayser Co., and Capt. Dean Phipps 
were guests of “Jimmie” Thompson, 
sales manager of the Physical Culture 
Division of The Selby Shoe Co. 

A goal of 400 members for 1946 was 
announced by President Harry J. 
Evans. Six members were admitted to 
the membership at this meeting, in- 
cluding Capt. Phipps, who was a B-29 
pilot over Germany with 53 missions 
to his credit. 





Report Production 
Down 11 Per Cent 


Sr. Lovuis.—Production of shoes in 
the Eighth Federal Reserve District in 
September totaled 6,427,321 pairs, 11 
per cent less than in August and 8 per 
cent under September of 1944, accord- 
ing to the St. Louis Federal Reserve 
Bank’s monthly review of business con- 
ditions. The district includes five major 
metropolitan areas—St. Louis, Mem- 
phis, Little Rock, Louisville and Evans- 
ville, Ind.—containing 30 per cent of its 
population. 

Raw materials for shoe manufacture 
have been somewhat easier this year, 
the bank reports, and all producers are 
striving for high output to meet post- 
rationing demands. Several of the re- 
gion’s smaller non-industrial cities are 
earmarked for branch shoe factories as 
a result of an increasing movement 
toward production decentralization. 
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MOCCASINS 


6 a 


PLUMP LEATHER UPPERS 
SEWED COLLARS 


ORTHOPEDIC RUBBER SOLES 
IN STOCK 





Ne. 6142 


MEN’S SIZES 6% —-12 
BOYS’ SIZES 1-6 $1.70 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 














CHILDREN'S SLIPPERS 


SF 6 Fe ee et Oe ere 


CHILDREN'S ALL LEATHER 
SLIPPERS 


with Plaid Linings and 
Hard Leather Soles 


1 
$1.47 


Sizes: Infants’ 5-8, Children's 8'/2-12 
Misses’ 12!/2-3 
Colors: Blue, Brown and Red 
Immediate Delivery 
Write for Folder 








CONJOR SHOE CO. 


N. Y. 7, N.Y. 


287 Broadway Co. 7-7972 














Buy Victory Bonds | 
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To Discontinue 


Rebuilding Program 

Boston, Mass.—Shoe rebuilding ac- 
tivities of the Quartermaster Corps will 
be discontinued, etfective December 31, 
1945, with the expiration of the present 
contract with the International Shoe 
Company, the War Department an- 
nounced. 

The third and final plant released 
for commercial production is the com- 
pany’s factory at Hannibal, Missouri. 
Previously released were the Quincy 
Shoe Reconstruction factory, Quincy, 
Illinois, and the Buford Shoe Recon- 
struction factory, Buford, Georgia. 

A total of more than 12,160,000 pairs 
of military type shoes will have been 
rebuilt in the 3%-year period from 
July, 1942, when the program was in- 
augurated, through December, 1945, the 
Quartermaster Corps said. These were 
used primarily for troops in training in 
the United States and were exchange- 
able for new shoes before embarking for 
overseas. 

Rebuilding operations brought about 
an average savings of $1.15 per pair, 
resulting in a total of about $13,978,000 
in actual dollar savings over the cost 
for a like amount of new shoes that the 
Army would have had to buy if these 
shoes had not been reclaimed. 

Even more important to the prosecu- 
tion of the war was the savings of ap- 
proximately 30,401,000 square feet of 
military quality upper leather when 
this was a critical item. 


J. & J. Slater in New 
Washington Store 


WASHINGTON, D. C.—J. & J. Slater 
Shoe Store, here, accomplished the “im- 
possible” recently when they located, 
leased, remodeled and moved into a new 
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PLAID SHOE LACES 














PLAID SHOE LACES 
in Stock for Immediate Delivery 

Write for Color Card TODAY 

LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES ter 44 years 











store on Connecticut Avenue within the 
short space of eight days. The move 
was necessitated by their inability to 
renew the lease on their former loca- 
tion, two.blocks away. 

Lawrence J. Horan, executive vice- 
president and treasurer of the firm, 
had to work fast to be able to occupy 
new quarters within eight days. He 
bought out the leases of two stores, and 
with the aid of several contractors, he 
had the new store ready in time. The 
store maintained its regular hours, with 
no inconvenience to customers. Carl] W. 
Callenberger is store manager. 

Among the early visitors was Miss 
Margaret Truman, daughter of the 
President. John Slater, president of 
the firm, who was present on the open- 
ing day, was also guest of honor at a 
luncheon of the Mystic Shrine, Wash- 
ington Council, attended by more than 
250 members. 





Attend Newspaper Fashion Showing 





Chicago, lil—Among the leading retailers who were guests of the Chicago 
Tribune at a cocktail party and dinner at the Hotel Continental preceding recent 
fashion showings featuring 50 winning creations in the newspaper's sixth annual 
American Fashions Competition were Mr. and Mrs. Carl Fleissbach. Mr. Fleissbach 
is general manager of the Chicago division, Waik-Over Shoe Co. 


Boot and Shoe Recorder 
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OUR 46TH YEAR 








from Tots to Teen-Agers 














A tticha 


Since 1899—One of America’s 
Finest Children’s Shoe Manufacturers 


While total production is limited to our 
present customers—there has never been 
any limit on ALTSCHUL QUALITY. 


JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6, N.Y. 


























Shoes Stolen from Car 

AUBURN, Me.—Tom Atkins, salesman 
for Lumbard-Watson Shoe Co., here, 
was the victim of a strange theft while 
in Xenia, O., on a business trip. The 
rear of his car was broken into, and 
twenty samples of women’s shoes—all 
size 4B and all for the right foot—were 
taken from his sample case. 


Walter H. Magee, Jr. 
Detroit, MicH.—Walter H. Magee, 
Jr., was killed October 12 in Jinsen, 
Korea, when a burning wall collapsed 
vpon him, as he was fighting the 
flames, his family has been advised. 

He was the only child of Walter H. 
Magee, now shoe buyer for Strawbridge 
& Clothier, Philadelphia, who was for- 
merly president of the Detroit Retail 
Shoe Dealers’ Association, and one of 
the best known shoe men in Michigan. 
For many years, until his removal to 
Philadelphia a year ago. Magee was 
the master of ceremonies for the annual 
shoe banquet in connection with the 
Annual Shoe Fair. 

In a letter from his commanding offi- 
cer, Major General G. C. Cheves, who 
was within twenty feet of him at the 
time, the highest citation and recom- 
mendation for special posthumous 
award were given. “His work and 
bravery were outstanding, he went far 
beyond the call of duty,” General 
Cheves wrote to his father. 





Louis F. Tuffly 
Dies in New York 


New YorK.—Louis F. Tuffly, presi- 
dent of Krupp & Tuffly, Inc., of 
Houston, Texas, and a former presi- 
dent of the National Shoe Retailers 





LOUIS F. TUFFLY 


Association, died of a heart attack at 
the Hotel Roosevelt here Friday night, 
November 9, aged 57 years. Mr. Tuffly 


was a member of the Board of Directors 
of N. S. R. A., and he came here to at- 
tend the annual meeting of that body 
and the showings of the Guild of Better 
Shoe Manufacturers. 

Mr. Tuffly was one of the best known 
retail shoe merchants of the Southwest, 
and he also held the office of president 
of the Texas Shoe Retailers Associa- 
tion. He was graduated from St. Ed- 
ward’s University, Austin, Texas, and 
entered the shoe business founded by 
his father 65 years ago. He leaves a 
widow, the former Inez Smith; a son, 
Lieut. Louis Edward Tuffly of the 
Navy; a daughter, Mrs. Mary Ann 
Clemons of Pratt, Kan.; a brother, Jo- 
seph B. Tuffly of Houston, and two 
sisters, Mrs. Blanche Zilker of Hous- 
ton and Mrs. Louise Ellis of Dicker- 
son, Tex. 


International Braid 
Opens Boston Office 


PROVIDENCE, R. I.—In order to serve 
more efficiently its customers in the 
New England area, the International 
Braid Company, here, has announced 
the opening of a Boston office. The new 
office, centrally located at 111 Lincoln 
Street, is under the management of G. 
Jerry Carlz, for many years known to 
the shoe trade in New England. 






















“Tops in 


sizes 12 to 


leather deluxe Theo Tap Ties. . 
student economy grade . . 
Tone taps included with each pair. Misses’ 


and medium widths. 
patent or white kidskin.” 





taps—Prima professional all- 
. $2.90; 
. $2.40. Crystal 


3, women’s sizes 314 to 9, narrow 
Available in black 
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The Shoe Store 


AFTER 


Modernize now and get the jump 


ENS Of thousands of merchants 
Tian over thecountry have learned 
by actual experience that the store 
with a modern, appealing front and 
a smart, attractive interior is the one 
that draws customers—and keeps 
customers. 

Pittsburgh Glass Products and 
Pittco Store Front Metal make pos- 
sible store fronts that are individual 
and inviting—that stand out from 













neighboring and competing stores. 
And there are innumerable ways in 
which glass can be used to give the 
interior of your store more light, 
to display merchandise more effec- 
tively, to create an atmosphere that 
puts customers in a buying mood. 

Modernize now with Pittsburgh 
Glass Products and be among the 
first to have an up-to-the-minute, 
sales-producing, profit-boosting 


is the store that draws and keeps customers 


BEFORE 


CUSTOMERS want to trade in a store 
that is up-to-date and attractive. That's 
why remodeling with Pittsburgh Glass 
Products is a profitable investment. 
This modern shoe store in Norwood, 
Ohio, shows how effectively Pittsburgh 
Glass can be used to give a store 
more customer-appeal. Architect: 
William Brug. 


on competition 


store. See your architect to assure a 
well-planned, economical design. 
Our staff of experts will be glad to 
cooperate with you and with him. 
In the meantime, send the coupon 
below for our free booklets which 
contain data and photographs of 
actual installations of Pittsburgh 
Glass and Pittco Store Front Metal. 
You'll find these booklets helpful in 
making your remodeling plans. 





RP. CRN SEO 





Pittsburgh Plate Glass Company i 
8004-5 Grant Building, Pittsburgh 19, Pa. | 


Please send me, without obligation, | 
your illustrated booklets on store mod- 
ernization. | 
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B I—é" Popular 








Beautiful EMERSON SHOE HORNS of 


Gleaming Lucite in Jewel Colors 
—ruby, aqua, emerald, amber, shell, 
Brighten Your Displays and Sell Themselves 


"Hook" 


strong (Retail $1.00 ea.) ...............$6.60 per doz, 
B 2—i8"" “Comfort,” no-stoop model (Retail 

SAE cduccesbnctuntieocksuane’ .. $13.20 per doz. 
B 3~7%" "Milady,"’ model, hand-carved, for 

dressing table (Retail $1.50 ea.)....... $9.90 per doz. 
B 5—7%" "Rugged" model, masculine, heavy, 

thinned tip (Retail $1.50 ea.)........... $9.90 per doz. 


All models shipped in 6 assorted colors unless otherwise 
indicated. Customer may specify colors with minimum 
of Y2 dozen per color and model. All prices F.O.B., N. Y. 


EMERSON PLASTICS CORPORATION 


perfected plastic products 
|| 202 East 38th Street 


ol— will 


model — graceful, 


New York 16, N. Y. 











Guild Footwear Worn in 
Times Fashion Show 


New York.—Spring footwear styles 
from the new lines of high-grade 
makers, members of The Guild of Bet- 
ter Shoe Manufacturers, were among 
the shoes worn in the “Fashions of 
the Times,” a fashion show presented 
by The New York Times recently. 

Footwear produced by Thomas Cort, 
Ltd.; Jerre Bros., John Marine, I. Mil- 
ler & Sons, Palter DeLiso, Inc.; 
Mackey Starr, Inc., and Schwartz & 
Benjamin, Inc., were among the shoes 
at this fashion spectacle. The shoes 
at this showing included platform mod- 
els, patent pumps with large per- 
forated bows, gold and silver mesh san- 
dals and suede and gold sandals for 
evening, snakeskin models and other 
styles. 


Harris Named Ad Manager 
BRocKTON, Mass.—The W. L. Doug- 
las Shoe Co. has announced the ap- 
pointment of Richard H. Harris, Jr., as 
advertising manager. Mr. Harris joined 
the company in January, 1942, as as- 
sistant advertising manager, but left in 
July of that year to enter the Armed 
Forces. He was with the 33rd Special 
Service Company, where his work con- 
sisted of keeping troops informed of ac- 
tivities on all battlefronts through a 


November 15, 1945 


series of daily lectures. From Decem- 
ber, 1943, on, he was in the European 
theatre of operations. 

C. E. Parker, who has been acting as 
advertising manager since 1942, has 


been with the company in various ex- 
ecutive capacities for many years. He 
returns to the company’s wholesale 
division to be assistant sales and ex- 
port manager. 





Marott Honor Guest at Dinner Meeting 





Indianapolis, ind.—George J. Marott, left, owner of the Marott Shoe Store, 
here, was guest of honor recently at the annual dinner meeting of the Marott 
Shoe Store Employes’ Mutual Benefit Association in the Indianapolis Athenaeum. 
He Is congratulating Neil Nobile, center, president-elect of the association, while 
George !. Thompson, retiring 
Cox, vice-pres 


president, looks on. Other officers elected were A. L. 
; Miss Pauline Mundell, secretary, and Claude Welch, treasurer. 
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Classified and Mined Mls 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








NATIONALLY KNOWN 
MANUFACTURER 


of all-leather ballet casuals and com- 
plete line of dance footwear, desir- 
ing more concentrated distribution 
wants established salesmen traveling 
following cities and surrounding ter- 
ritories: 


+ 


Boston, Mass. Bismarck, N. D. 
Raleigh, N. C. New Orleans, La. 
Chicago, Ill. El Paso, Tex. 
Kansas City, Mo. Denver, Colo. 


Include full particulars covering experi- 
ence, lines mow carried and territory 








now covered. 
4 





Address: Box #799, care of BOOT 
SHOE RECORDER, 1221 Locust Street, 
St. Louis 3, Missouri. 

NE of COUNTRY’S LARGEST AND 

BEST KNOWN LEATHER SOLE SLIP- 
PER MANUFACTURERS organizing sales 
force covering all territories. If you can sell 
solid cases at volume prices to only the best 
rated accounts this connection will pay Lary 
well. State exact cities and states 
past experience, and present Lines carried: 
reference; age; and recent photo. Duplicate 
invoices mailed daily and commissions paid 
twice monthly. Address #763, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SALESMAN WANTED FOR MEDIUM 
PRICED Line of Ladies Playshoes and Slip- 
pers, traveling in New England States. Ad- 
dress #782, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN TRAVELING IN SOUTH.- 
EASTERN STATES wanted for reliable 
establishment of Women’s Playshoes and Slip- 
pers. Address #781, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





C HIcAGo IN-STOCK SHOE DISTRIB- 
UTOR of $4.00, $5.00 and $6.00 Women’s 
highly Styled Novelties, Playshoes, Sport Ox- 
fords and Slippers has opening for wide-awake 
salesman covering Texas, Louisiana, Colorado 
and New Mexico. Have limited sales force and 
we deliver. Will turn over large list of active, 
established accounts. Chance to make real 
money with growing concern. Write, call or 
see GROBE-NIUS, 14 S. Wells Street, Chi- 
cago 6, Til. 





W ANTED— SALESMAN WITH GOOD 
FOLLOWING, selling the Retail Shoe 
trade—For Georgia, Florida, Alabama. Strictly 


commission basis, with fast line of Womén’s 
and Children’s Novelty and Play Shoes, $2.00. 
$3.00. $4.00 and $5.00 retailers. Write: BOS. 
TON NOVELTY SHOE COMPANY. 171 
Lincoln Street, Boston, Mass. 


SALESMEN—now traveling Southern and 
Middle Westean territories, to carry in-stock 
side line of Slippers, Casuals and Moccasins. 
Commission basis. Address #789, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMAN, SOUTHERN STATES, wanted 

for established line of medium price Play- 
Address 
100 East 





shoes and Slippers, California Process. 
#783, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y. 


<etai aes 
__ PROMINENT MANUFACTURERS 
| 





OF PREWAR QUALITY 
| MEN’S SANDALS AND SLIPPERS 


| ARE EXTENDING THEIR SALES | 
|| ORGANIZATION. WE ARE SEEK- 
ING VOLUME PRODUCERS 
ONLY! MEN WITH FOLLOWING 
WILL FIND THIS A LUCRATIVE 
CONNECTION. 


WRITE FULLY, STATING 
TERRITORIES COVERED 


SPORTING SHOE COMPANY 


39 Chambers St., New York 7, N. Y. 








— 


LIVE WIRE SALESMAN WANTED 


fo sell extensive line of Men's, Women's, 
Boys’ and Children’s House Slippers, also 
line of Women’s and Children's fancy Shear- 
lings, and Sheepskins, and fancy Women's 
House Slippers. Best territories open. 


SCHWARTZ FOOTWEAR CO. 
225 Ne. Broadway, Milwaukee, Wisconsin 




















SALESMEN, FULL TIME OR SIDELINE 
for fast moving Play Shoes and Slippers. 
Most territories open. Write: WILLIAM 
ASHER SHOE CO., 91 Bridge Street, Pater- 
son, New Jersey. 





XPERIENCED SALMSMEN: Territories 

open for extensive line of Men’s, Women’s 
and Children’s Shoes and Slippers. Men with 
experience only need apply. Full particulars in 
first letter. Write BLAIR & ROSS, INC., 
76 Reade Street, New York 7, N. Y. 














| 
| 
| 
| 


IDELINE SHOE SALESMEN with follow- 

ing among the popular price Shoe Stores, to 
sell in-stock complete Line of Men’s, Boys’ 
and Children’s Street Shoes and Sandals. Ter- 
ritories open in the East, Middle West and 
entire South. Giye full particulars in first 
letter. Address: TATTLE-WINICK SHOE 
ents 205 Lincoln Street, Boston 11. 

ass. 











W ANTED, SALESMAN, COVERING 
OHIO AND MICHIGAN, established terri- 
tory for our line of Women’s Play Shoes and 
Slippers, in stock and future, no objection to 
carrying with non-conflicting line. WILLIAM 
COHAN COMPANY, 19 SOUTH WELLS 
odessa  Cateeme 6, Illinois. 





LIVE w WIRE SALESMEN in all territories, 
Must have established territory and following. 
Outstanding general Line of Women’s Cali- 
fornia Casuals, Novelties and Sport Oxfords. 
Children’s and Infant’s Shoes and Sandals. 
Complete line of Camp Moccasins and House 
Slippers. Men’s and Boys’ Dress and Work 
Shoes. Satisfactory drawing account arranged 
Wonderful opportrnity to tie up with one of 
the Middle West’s largest wholesalers. LAKE- 
SIDE. SHOE COMPANY, Shoes—Slippers— 
Rubbers, 1313 W. 6th Street, Cleveland 13, 
Ohio. 








ALES REPRESENTATIVE WITH GOOD 

FOLLOWING New York, Pennsylvania and 
Midwest is desirous of securing good factory 
line dress shoes or casuals. Fine references 
furnished. Address #818, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
17, N ; 





LIVE-WIRE SALESMEN are being consid- 
ered by progressive wholesale organization 
carrying complete line of Slippers, Playshoes, 
and Sandals. Consideration will only be given 
to men carrying non-competitive line. One man 
for TEXAS, one for OKLAHOMA, ARKAN.- 
SAS, LOUISIANA. MISSISSIPPI, one for 
KENTUCKY, TENNESSEE, one for MIS. 
SOURI, KANSAS. In replying please give full 
details, which will be held strictly confidential. 
Address #806. care Boot & Shoe Recorder, 
i00 East 42nd Street, New York 17. N. Y. 


SIDE LINE SALESMAN WTD. 


IDELINE SALESMAN to carry a line of 

Men’s and Boys’ Shoes, Slippers and Play- 
shoes. 5% commission paid. Many territories 
open. Address #817, care Boot & Shoe 
a, 100 East 42nd Street New York 
17, ° . 








ALESMAN, SIDE LINE, Fast selling Tine 

of Slippers: 5% commission hasis: follow- 
ing essential. All territories open except New 
York City area. Address #813, care Boot & 
Shoe Recorder. 100 East 42nd Street, New 
York 17, N. Y. 


PARTNER WANTED 


AN EXPERIENCED PRODUCTION END 

of Playshoe business for partnership in 
completely installed factory, ready to start man- 
ufacturing immediately, Canital required. Ad- 
dress #820. care Root & Shor Recorder, 100 
East 42nd Street. New York 17, N. ¥ 


FOR RENT 


COMPLETELY EQUIPPED FACTORY for 
manufacture of California process Playshoes 
and Slippers. Address #819, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 




















The rate for undispla 


advertising except 





classified advertisin 
fer each insertion. en a box number is desired, addressed to any of our offices, 1 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) a 
Classified agit is payable in aevanes.. y—-4  igg or money order with your copy. No accounts are opened 1 classified 


CLASSIFIED ADVERTISING RATES 


is 10 cents a word under any of our classified headings. Minimum rate is $1.80" 
words must be added for this ane charged 


The rate tor all Sapinyod' er" Cotes in Classified 1 severticonionts is $7.00 an Inch with a maximum of 46 words per inch. 
Las Advertisements for this page must be in our New York Office 10 days preceding publication date. =a 
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HELP WANTED 














FACTORY WANTED 








RETAIL SHOE SALESMAN 


Experioneed retail shoe salesman, good salary 
and commission for Family Shoe Store. Per- 
manent job in Chicago. Established 

years. We carry Florsheim, Queen Quality and 
Fost Rest Shees. Good opportunity for a good 
men. JACK ALTMAN, #2 North Cicero Ave- 
nue, Chicage 44, IHineis. 











RETAIL SHOE SALESMAN FOR CHI. 
CAGO—must be able to take over Manage- 
ment of exclusive TUVENILE Shop at an 
early date. State age and experience fully. 
Address #812 Boot and Shoe Recorder, 209 
South State Street, Chicago 4, TI! 





LINE WANTED 








FOREMOST SHOE EXPORTER 
and Resident Buyer for Puerto Rico, excellent 
references, with own best rated clientele, 
wishes exclusive manufacturer's Lines. If you 
ore interested in a large volume of export 
business Address: 

Box 964, care of BOOT AND SHOE RECORDER 

100 East 42nd Street, Now York 17, N. Y. 











ANTED—EXCLUSIVE LINE of Men's 

and Ladies’ House Slippers for New York 
and New England territories; 20 years’ ex- 
perience—excellent clientele; at present em- 
ployed covering both States. Excellent refer- 
ences. Address Box #810, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





ESTABLISHED EXPORT 
HOUSE WITH WORLD-WIDE 
DISTRIBUTIONAL FACILI- 
TIES IS WILLING TO REPRE- 
SENT MANUFACTURERS OF 
SHOES. ALL MERCHANDISE 
PAID FOR IN NEW YORK. 
VOLUME BUSINESS AS- 
SURED. IF INTERESTED 


Address 807, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











XPERIENCED VOLUME SALESMAN, 

with 1-A accounts of retail stores wants 
Manufacturer's line of Slippers and Playshoes 
for New York, New Jersey, Connecticut, Massa 
chusetts, Rhode Island, New Hampshire. Ad- 
dress #821, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N 





MANUFACTURERS REPRESENTATIVE 
Selling volume Jobbers and Chain Store ac- 
counts desires Mid-West and Metropolitan 
New York territories with popular priced 
shoes or slippers. Maintains show room in 
Marbridge Building. BEN CONN, 47 West 
Mth Street, Room 529, New York City. 











LINE WANTED FOR CALIFORNIA TER- 
RITORY: Factory Line of Women’s, Juve- 
nile, Sport, Play or Corrective feature Shoes, 
with Highest refer- 
360 So. Rox- 
California. 


established connections. 
ences. Address: SALESMAN, 
bury Drive, Beverly Hills, 








November 15, 


1945 








GOOD WELT 
FACTORY 
WANTED 


A client of ours desires to buy a 
factory making men’s, women’s or 
children’s welts. Open to buying 
part or entire interest for cash. 
Address DONAHUE & COE, Inc., 
Dept. S, 1270 Sixth Ave., New 
York. 














BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY: Complete in- 

Structions on the preserving of Baby Shoe 
for Book Ends and Mantle Pieces. Opportunity 
unlimited. Exclusive rights. Complete course 
$10.00. M. E. WATSON, Bellefontaine, Ohio. 





SHOE SALESMEN 
NOW! 


YOU CAN GO INTO BUSINESS 
FOR YOURSELF: 


No investment—all you need is a knowl- 
edge of arch support demonstrating and 
@ good shoe store which will cooperate 
with you. We furnish a well known arch 
support and pay both you and the store 
a big profit. Agencies limited. Write 
for details. 


Address 806, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, WN. Y. 














FOR SALE 


TTRACTIVE, PATENTED TRADE MARK 

especially descriptive for use in connection 
with shoes made of leather. ROBERT A. 
NELSON, ATTORNEY, City National Bank 
Building, Omaha, Nebraska. 








FOR SALE 
4,000 SKINS SHEARLINGS 


Dark blue backs — embossed, suitable 
Vamps. 


ROHEN MFG. CO., INC. 


140 West 29th St., New York 1, N. Y. 
La. 4-411e 











LEVER STAG BOOK MATCHES, 10 
for $1.00. Good business fun. LOGAN 
NOVELTY COMPANY, Bellefontaine, Ohio 





WE CAN SUPPLY GENUINE 
ALLIGATOR AND LIZARD 
SHOE UPPERS. 


HENRY ROTENBERG 


720 Avenue U Brooklyn, N. Y. 
Tel. Esplanade 5-8339 











125 PAIRS WOMEN’S VELVET FUR- 
TRIMMED MOTOR BOOTS, sizes 
3, 3%, 4. Arthur’s Shoe Shop, 109 So. 


Washington, Lansing, Mich. 








POSITIONS WANTED 





VETERAN, 35, WITH DIVERSIFIED EX- 
PERIENCE as Salesman, Manager, Buyer, 


wholesale, retail shoes, seeks permanent con- 
nection with growing progressive concern. Ad- 
dress #805, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WANTED TO PURCHASE 


WANTED TO BUY going Ladies’ Shoe Store 
in good size Southern City. Willing to pay 
cash. Address #800, care Boot & Shoe R ° 
100 East 42nd Street, New York 17, N. Y. 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











W OULD LIKE TO BUY SMALL SHOE 
STORE New York or vicinity. Give full 
particulars. Address #814, care Boot & Shoe 
ee 100 East 42nd Street, New York 17 





FAMILY SHOE STORE WANTED in A-1 

Michigan town. Must be 100% location and 
doing profitable business. Cash ready. All 
replies regarded confidential. Private party 
Address Box #815, Boot and Shoe Recorder, 
209 So. State Street, Chicago 4, TI 





BETTER GRADE FAMILY SHOE STORE 


Prefer Newark, New Jersey, or vicinity. In 

replying give full particulars regarding 

volume, inventory at cost; location. and lines 

of merchandise carried; lease on building, 

and rent. 

Address 809, care BOOT & SHOE aqeegees 
100 East 42nd Street, New York, WN. 











ANTED TO BUY — Ladies’ Shoe Store or 
Department, anywhere West of Pittsburgh. 


State value. Address Box #816, Boot and 
Shoe Recorder, 209 So. State Street, Chi- 
cago 4, Ill. 





BARIS BUYS 


Quality Shoes for Men, 
Wemen and Children 


FOR CASH. 
BARIS SHOE co. Inc. 
Worth 2-5180- 
79-81 Reade St., New York 7, N.Y. 











O LEASE, OR BUY. Small family Shoe 

Store, established. Small cash down payment. 
Terms. Offer services, or Lease space Depart- 
ment Store Wanting Shoes. Address #811, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


WE BUY 


SHOE STORES 


FOR CASH 
& CEASAR 


BARSH 


Ph e MARke?t 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS NEEDS | 








1215 Washington Avenue—St. Louis, Mo. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR NAME PROTECTED ... 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE co. 


WRITE — WIRE OR PHONE 





ANTED: ARMY, NAVY SURPLUS 

SHQES, new or reject; also Army, Navy 
surplus apparel suitable for department store 
selling. Write to MAYFAIR DEPT. STORE, 
Chillicothe, Ohio. 


SELL YOUR SURPLUS STOCKS 
te 
KIRSCH-BLACHER CO., INC. 
established 1915 





108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5378 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1996 
COrtiandt 7-4378-9 

















[NTERESTED IN PURCHASING ESTAB.- 
LISHED MEN’S RETAIL SHOE STORE 
in New York or Eastern States; or desire to 
contact manufacturer of Men’s Fine Shoes for 
Franchise to open new store. Address #823, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New. York 17, N. Y. 


AGENCY WANTED 


PLANNING NOW TO OPEN MEN’S RE- 
TAIL SHOE STORE, New York or New 
Jersey. Desire to contact Manufacturer of 

Men’s Fine Shoes, to be carried under exclu- 

sive Franchise. Address #822, care Boot & 

Shoe Recorder, 100 East 42nd Street, New 

York 17, N. Y. 














Hoosiers Step Out More 


BLOOMINGTON, IND.— Hoosiers are 
stepping out more according to the 27 
per cent increase in the retail sales of 
independent shoe stores in Indiana dur- 
ing August, 1945, over their August, 
1944, total, as given by Indiana Business 
Review, published by Indiana Univer- 
sity. This was the largest per cent of 
increase of any major kind of business 
in the state for August and was con- 
siderably larger than the state’s aver- 
age of 8 per cent for all kinds of retail 
business. The August, 1945, shoe sales 
surpassed the July, 1945, 28 per cent. 


Plan Changes in 
Shoe Department 


Utica, N. Y. — The Boston Store, 
largest department store in this city, 
intends to make extensive changes in 
its shoe departments as soon as the 
supply of merchandise makes it possi- 
ble. Separate sections for men’s and 
children’s shoes are planned as well as 
modernization of the existing second 
floor and basement departments. 
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CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPAN?} 
120 N. 4th St., Philadciphia, Pa. 
Phone Lombard 2062 

















Sales Steady in Providence; 


Walking Types Favored 


PROVIDENCE, R. I.—Retail shoe sales 
are especially good in the stores selling 
higher priced and medium priced shoes, 
and fair in the popular priced stores. 
The end of rationing will even out the 
picture to some extent, it is believed. 
The popular priced stores are thinking 
about the non-rationed types still on 
hand, although in most stores this 
stock is not excessively high. Most man- 
agers in this group anticipate some 
mark-down and clearance sales that 
will move this merchandise. 

In the way of style, leather sling 
pumps are very good. Black suede and 
black calf are very good, with some 
browns. While open back styles are 
good sellers, the trend seems to be to- 
ward closed backs. In one large store 
the three best sellers include a per- 
forated sling pump available in black 
and brown calf and brown simulated 
alligator, a moccasin-type in brown calf 
and low-heeled moccasin-type of brown 
calf. 

Walking-type shoes remain the usual 
standby, many preferred in lower heels 
than usual. The demand for brown 
seems to be increasing although this 
may only seem so because many stores 
bought heavier in blacks than browns. 





Dinner Starts Bond Drive 


MILWAUKEE, Wis.—Albert O. Trostel 
& Sons, tanners, gave a dinner for its 
650 employes in the kick-off project 
of the bond drive at the plant. The 
drive for bond sales at the Trostel firm 
must reach the quota of $47,500, accord- 
ing to an announcement from Bert L. 
Steigleder, chairman of the drive. 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 






FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
peared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 


sat ao erred the sides. Any fullness or 
$] 00 wrinkles in leather or fab 
P ric are easily shrunk with 
Curved type tres out harm. 
Special combination offer $32.50 (fluids 


included in above prices). 
fend year order or write for detafi informatics. 


E. C. SMELTZER CO. 


21 EK. Gist Street, Indianapolis, Ind. 





Nats AND Ydeas 


FOR YOUR 


NEWSPAPER, ADVERTISING 





—If you advertise in neues 
mg today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of Bm, 
written copy, raphs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


2. Vincent Edwards Idea Clip- 


ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
ao the selection to our advertising 


3. Learn Advertising at Home 
Advertising is an interesting study and 
a you to ite more effective 
jetters; to acquire a larger vocabu- 
lary; to comprehend the soles and 


merchandising blems of a business, 
and to be definitely in a position to 
cm Custos development 


. 
VINCENT EDWARDS & CO. 


World's largest advertising service 
. orgenization 
342 Madison Avenue, New York City 














James A. Buchanan 


HARRISBURG, Pa.— James A. Bu- 
chanan, 81, a prominent businessman 
for 55 years and known throughout 
Lancaster County as a pioneer shoe 
dealer, died recently at his home in Ma- 
rietta, Pa. 

A lifelong resident of Marietta, he 
was a member of the Susquehanna 
Beneficial Association and of English 
Presbyterian Church in which he served 
as deacon and librarian. 
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Your customers see Dr. Posner’s ads 
every month in multi-million cir- 
culation magazines. They know 
Dr. Posner’s 57 year old name is 
practically synonymous with the 
finest in children’s health shoes... 
so they write us for the name of 


their nearest Dr. Posner dealer. 





Very soon you, too, will be able to 
take advantage of Dr. Posner’s na- 
tional reputation ...of Dr. Posner’s 
“Balanced Line”.. 


national advertising campaigns, so 


.of Dr. Posner’s 
powerful in the past...even more 
extensive in the immediate post-war 


period. 


DR. A. POSNER SHOES, INC. 


EXECUTIVE OFFICE; 137 DUANE STREET, NEW YORK 13, N. Y. 
Fectories: 


Pacific Coast Soles Offices: 63 First Street, Son Francisco; 824 So. Los Angeles St. Los Angeles 


WITH BUNT IN WEDGE 
AND PATENTED PEGS 
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se character 


structurally strong=“maintan 
for the wear-life of the shoe. 


Bs UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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NUNN-BUSH 











The Commander 





The Commander 
Style 2306 Style 2301 
Brown Highland Brown Highlang 
Stout Lester Sot The Boisted Steet Lester Set 
Rubber Heel Rudder Heel 
Style 4525 


Heavy Brown Cait 
Stout Leather Sole 
Custom Meet 


Nunn-Bush 


ikle Sashioned € uf 90 











QUALITY BEYOND THE CALL OF 





We believe it a reasonable 





derstate 


eu, @ say that Nunn- 
to build the world’s finest s offnd) 
be made much baer Pan vs Expect 
your Nunn-Bush shoeX to && pNP hed a jon. When 
you buy Nunn-Bush\ shoes, vou get Ankle- Fashiqnit, Bor 


omforrt, ony Qed smartnes 


Mosh Styles $10 tg 


Bush determinatio' 







causes every pair td 





better fit, for greater 







See Your Local Nunn-Bush Merchant 


SHOE COMPANY Manufacturers MILWAUKEE 1, WISCONSIN 








Now. Stride-Rite provides the first completely 

co-ordinated line of juvenile footwear ranging 

from infants’ through growing girls’ sizes. Up 

to the present, growing girls’ lasts have been 

scaled to women’s last measurements . . . meas- 

urements intended for adult feet. Completely 

redesigned, the new Stride-Rite lasts have 

two great improvements. They are properly 

proportioned for the feet they are intended 

to fit... growing feet. They eliminate the 

confusing size overlap between misses’ 

5 \0% and growing girls’ sizes . . . frequently 

$ eet as much as a size and a half. This new 
{ 


Stride-Rite shoes an exact size progression 
straight through from misses’ to growing girls 
shoes . . . thus eliminating stock and fitting 
problems for Stride-Rite dealers . . . and again 
evidencing Green’s determination to make 
Stride-Rites the most satisfactory and progress- 
ive line of fine juvenile shoes obtainable. 


size concept now makes possible in 





A PRODUCT & 
GREEN SHOP 


BOSTON MASS 





THE 


TRIDE 














HAAR CAAL AMAA 





